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Key PHOUGHTS OF THE WEEK 


HE economic consequences of the financial dis- 
turbance of October, 1929, are by no means as 
serious as the pessimists would believe—nor as 
inconsequential as the optimists would have us believe. 
Too many of the opinions being voiced today are not 
based on sound economic facts. Invariably, people give 
the opinion that is expected of them and not their own 


true opinion. 
1K * *K 


HERE must be an aftermath to all this financial 
disturbance. No one can expect that things are 
going on just as they did before. We believe the change 
is for the better. We believe that soberminded business 
men are going back to work. They will work a little 
harder and in the direction that makes for sound and 
secure profits. We believe no industry in the United 
States is in a safer economic position than the shoe in- 
dustry, particularly at retail. 


x * * 


Wt have seen a merchandising hysteria developed 
by some of the big chain store and department 
store organizations—the results will do them no lasting 
good. They have repudiated their word and revealed 
that strength was not in them. Their weaknesses com- 
pound one on top of another at the first gust of wind. 
We now see that their house is built upon the sand. 


HAT a wholesome thing it is, also, to note indi 

vidual businesses, by and large, have continued 
their safe and sane orderly process of buying and sell- 
ing shoes with the full knowledge that the shoe busi- 
ness will go on this week, this month, this year and 
next. They are rendering foot service to their com- 
munity that has very little relationship to the click of the 
stock ticker. The only music the merchant is interested 
in is the click of his own cash register. God bless him 
He is coming into the appreciation of indus- 
He is sitting tight 


for that. 
try for the work that he is doing. 
and selling shoes. 


STREET car card with a broad blue band at the 
top spelling “CONFIDENCE” and a broad red 
hand at the bottom spelling “PATIENCE” says: 


“This country can meet and master any emergency. 
In the midst of the Nation’s most prosperous year a 
return to more normal conditions can be anticipated 
with confidence.”—Barron Collier. 


fateod) fle dlirens 


Editor 





IN FESTIVE FOOTWEAI 


IGHTS, music, laughter and gay festivity. The opera season in full swing. 
Holidays just ahead. Young folks home from school and college. The 
round of parties, dinners and dansants. Stately gowns for formal occasions. 

Slippers of graceful line and fine material to match their beauty. Since Cinderella 
charmed her Prince the slipper has ever been the symbol and the keynote of 
formal evening finery. Now comes the opportunity to gain extra pairage on shoes 
that command a profit. Formal footwear no longer belongs exclusively to the big 
city store. Within the limits of reason it can be sold anywhere. But it takes 
intelligent promotional effort to make it salable. 


Black moire strip 
pump with piping 
of silver. 


Brocaded quarter 

and heel, vamp in 

silk kid, gold and 
silver piping. 


A flowered crepe 
pattern applique 
trimmed with silk 
kid in harmonizing 
tones. 


By Madame Hamilton Jeffries 


Fashion Editor 
Boot AND SHOE RECORDER 


October, but this year every shoe merchant should read 

and visualize the trends and lines of the new silhouette. 
Much discussion is forthcoming about whether style starts at the 
top and filters down through the various grades, or whether it 
just stays one grade lower and higher than originally planned. It 
has been noticed that a certain style stays in Broadway types and 
an entirely different style emanates from Fifth Avenue. [very 
town and city has its Broadway and its Fifth Avenue, too. 
Sometimes the modes or trends creep through and interchange, 
but rarely does Fifth Avenue borrow from Broadway. 

This season the new luxury era will be an expression of leisure 
and indulgence. Rich laces and velvets, smartly planned and 
worked in classic and histrionic designs will be important in the 
gowns. The beauty of the Elizabethan era will be exploited this 
season, as it is a dressmaker and drape season in which full sweep 
is given to the master designer. 

In shoes and in the creation of evening slippers, women will 
seek new and expressive fashions. Smart contours at the quarter 
lines of shoes, combinations of lustre and metallic finished kid- 
skins for shoe line motifs, and the appearance of tieing the foot 
to the sole by clever straps and laced effects are all important. 

All over lace and Dresden effects are shown in evening wear, 
and dyeable brocades and fabrics allow the shoe man to stock eve- 
ning slippers with a deep sense of security. Raspberry tones art 
receiving marked attention in lamé weaves, while moire satin and 
crepe are to be more successful than heretofore. In this connec- 
tion it is interesting to note that crepe footwear fabrics are now 
available which can be successfully dyed by the shoe merchant in 
any shade to match a costume. The difficulty of streaking and 
blotching formerly caused great dissatisfaction with some of 
these fabrics. 

There is an evening slipper business for every merchant if he 
styles his line and his fabrics to his grades! To know your public 
is one thing but to have their confidencee is something else again. 


"Octobe footwear is usually pretty well stabilized by 
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Brocaded leaf pat- 

tern in orange and 

black with lamé 
trim. 


White moire strap 

slipper with Dres- 

den embroidered 
vamp. 


BLACK DINNER GOWNS 


Black pump—motre, satin, crepe. 


BLACK LACE GOWNS, EXTREME TYPE 
Sandal or pump—deep green, crepe, satin, lamé 
open shank types 

BLACK DULL CHIFFON, EXTREME 
Pump, sandal or strap, purple and black—black 


velvet with silver or gold trims, crepe or satin. 


WHITE EVENING GOWNS OR EGG SHELL 
Pump, sandal or strap, vivid or pastel contrasts. 


PASTELS IN SOFT FABRICS 
One straps and pumps, pastel complementartes or 
harmonizing color, stiff or taffeta silks in black 
and colors—one straps, open shanks—brocades 
lamé metalized fabrics. 
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Pale pink crepe 
slipper with band- 
ings of silver kid 
and jeweled orna- 
ment. 








ENTHRONING LIT TLE MIS¥ 


(an More Shoes Be Sold in a Playroom ? 





play sense of the child through the use of bright 

colored illustrations from nursery rhymes helped 
to bring about a substantial increase in the juvenile trade 
of the department in Miller & Paine’s department store 
at Lincoln, Neb., during the last year. This feature of 
the department and the fact that two of the salesmen 
were especially designated to have charge of the depart- 
ment and devote their time to it, was the main reason 
for the additional business done in children’s shoes, de- 
clares C. C. Hainline, manager and buyer. 

This modernistic playhouse has gay figures from 
“Little Bo Peep,” “Mary Had a Little Lamb,” “High 
Diddle Diddle,” “Jack and Jill,” “Little Red Riding 
Hood,” “Little Boy Blue,” “Tom Tom, the Piper’s Son,” 
“Peter Peter Pumpkin Eater,” “Old Mother Hubbard,” 
and “Little Jack Horner,” done in vari-colored pieces 
of wood carved into appropriate shapes, and displayed 
upon black panels at the rear of the fitting platform. 

Children are so attracted to this department on the 
second floor that they ask to be taken to it when they 
enter the store. When mothers bring them to the second 
floor they slip to the playhouse, to find entertainment. 
They love to look at the gay figures on the panels and 


\ CHILDREN’S shoe department appealing to the 
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O HOLD HER AT TENTION 


find entertainment with books of fairy tales on modern- 
istic tables. It is almost impossible to get a little tot by 
this department without letting him have a few minutes 
to look about. 


HAT was the objective sought in arranging the de- 

partment in this manner, Mr. Hainline explained, 
The store wanted to provide a department so attractive 
to children that they would not forget it. He believes that 
this department makes such a great appeal to chil- 
dren that those who have visited it once want their 
mothers always to bring them to Miller & Paine’s to 
buy them shoes. Mr. Hainline is also of the opinion 
that mothers who have been in the department are led 
to think of Miller & Paine’s when they need to buy 
children’s shoes. 

It was declared by Harvey N. Nannen, who has direct 
charge of the sales end, that nearly every child who comes 
into the department knows the nursery rhymes, even 
many little ones who have not started school. If one of 
the illustrated rhymes is explained to the child by the 
mother it means that the child must hear about every 
one. The store encourages this. The management 
wants the child to be impressed and Mr. Nannen takes 
pains to see that this happens. 

So delightful is this department that many children, 
when they come to the store go to the shoe section for 
a few moments of play even though there is no inten- 





~ ‘ 
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tion of buying shoes. Mr. Nannen is not “Mr. Nannen” 
to these children. “Harvey” or “Mr. Harvey.” It 
is a point with him to get on good terms with the kiddies. 
The 
names of these children and their parents’ names go into 
a little book that is used with the sizes of the shoes 
fitted for mail orders and telephone reference. No small 
number of orders are given by telephone and mail to the 
store on account of the sizes being on file. Also a 
mother may leave her child at home and get sizes from 


He is 


He tells them his name and gets their names. 


the record. 

No one can pass this department without being struck 
by its beauty and fitness for a children’s department. 
The furnishings are done along modernistic lines. The 
tables and seats are pure white. 


HE tops of the tables are covered with pads of 

leatherette in bright colors, red, blue, green, and gold. 
The rectangular tables have large square legs to match 
up with the seats and carry out the scheme. The dis- 
play stands used on the tables are of wood, done in 
different colors on each side. 

On a raised platform just in front of the pictured 
nursery rhymes, are the seats for the little ones. These 
are in the forms of cubes. The bottoms and sides are 
done in brightly colored leatherette of various shades. 
Seats range in size’from those for a child of 12 years 

[TURN TO PAGE 110, PLEASE] 

















OW YOUR STREET CANB 


OLLYWOOD Boulevard is blazing new trails 
H in Christmas merchandising, and it is doing it 

cooperatively. During the month of December 
this year, with last year’s experiences to guide them, 
merchants along the boulevard will band together to 
exploit their own and each other’s wares. 

Last year, with what was aptly christened “Santa 
Claus Lane,” the merchants grossed about double their 
usual holiday season volume. One haberdasher, who 
wishes to remain anonymous, did a $40,000 business 
during December, 1928, as compared to previous Decem- 
ber volumes of $7,000 to $8,000. 

Fully one-third of the business done by the merchants 
was transacted during the evening hours from 6 until 
10 p. m. Bank clearings reflected this increase. One 
typical day showed an increase of over $700,000 over 
the previous year, or a jump from $1,218,906.81 to 
$1,942,971.98. 


As Harrison H. Crawford, assistant secretary of the 
Holiywood, Cal., Chamber of Commerce, and secretary 
of the Merchants Bureau, sponsoring the event, pointed 
out. the venture in 1928 was an unqualified success. He 
went so far as to declare that if it had been more suc- 
cessful it would have defeated its own purpose, in that 
the crowds would have been so great the stores could 
not adequately have handled the business. 

This phenomenal increase in Christmas trade was 
accomplished at an expenditure of only $7,000 of a total 
of $7,300 subscribed by Hollywood Boulevard mer- 
chants. 

While half-hearted, unorganized attempts were made 
by a few nearby communities to follow Hollywood’ 
successful plan, they met with indifferent success, due 
to a lack of understanding of the underlying plans upon 
which Santa Claus Lane was built. For that 
this article is written, to tell the HOW and the WHY. 


reason 
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While the Hollywood Boulevard celebration is sim- 
plicity itself in-so-far as its operation is concerned, it is 
highly dramatic, and catches the spirit of the season. 
It makes an appeal both to children and to grown-ups. 

The entire event centered around the Christmas tree- 
lined street. From Vine to La Brea, a distance of ap- 
proximately one and one-half miles, there were large 
Christmas trees on either side of the wide boulevard, 
each fully lighted at night, and making a most unusual 
picture that gripped the beholder and well repaid him 
or her for the visit; more, it made them come back 
time and again during the month of December or until 
Christmas Day. 


IGHTY trees were used in the 1928 event, illumi- 
nated with some 9000 lights in five different colors. 

The trees and their lighting represented two of the 
principal items of expenses, the trees costing $1,440 
and the lighting of them $2,400. 
- Being the capital of the motion picture industry, the 
motion picture stars inevitably and effectively were 
brought into the celebration. Various world-famed play- 
ers made personal appearances at the different stores and 
each night a different star rode down the boulevard in a 
sleigh, drawn by live reindeer. The reindeer brought 
out the children in force with their parents; the motion 
picture stars accounted for the film fans, and there are 
lots of such even in Hollywood. 

From about the middle of November on, 
the forthcoming event was plugged in 
the newspapers, both in paid ad- 
vertisements and in pub- 
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E SANTA CLAUS LANE 
and ‘Put the Holiday Spirit 
Lnto Selling 





39 









licity stories, published not only in Hollywood news- 
papers but also in downtown Los Angeles publications. 

These stories covered every phase of the venture, 
future plans, sidelights, quotations from various booster 
merchants expressing confidence in the success of the 
plan, and during the time the trees were actually lighted 
(from Dec. 1 on) daily stories on events to take place 
Mary 









during the evening. Pickford, especially, ac- 





counted for much publicity. She posed alongside a 





Hollywood Boulevard sign which she was taking down 
“Santa Claus Lane” sign. Through- 






and replacing with a 
out December Hollywood Boulevard was known as Santa 






Claus Lane, and so appeared in the advertisements of 





cooperating merchants. 





By all means, merchants contemplating staging similar 





events in their respective cities should not overlook the 





free publicity angle. Without plenty of publicity stories 





the plan will meet with only mediocre success. The 





publicity stories must be written in such a 





vein as to imbue shoppers with a desire 





to see the tree-lined streets. 
[TURN TO PAGE 106, PLEASE | 























When merchants in many 
lines co-operated enthusi- 
astically and unselfishly for 
the common good, they also 
profit more as individuals 
—Read how Hollywood re- 
tailers did it 
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Getting More Shoes Sold Right 


Sound Bastc Facts 


HE number of people dabbling in the stock 

market was much greater than even the figures 
show. It extends to wage earners in all walks of 
life; but the aftermath is not without its compensa- 
tions. Lets get to work to minimize and forget its 
consequences. The American people have always 
met an emergency with a spirit that discounts ad- 
versity—youthful minded in wealth as in work or 
in play. 

There are many exceedingly hopeful phases to the 
present economic situation. 

Most of the paper losses have no influence whatso- 
ever on original capital investment. 

The stock market today is higher than it was at 
the beginning of the Coolidge administration. 

Bonds are selling. 

Some securities are being bought outright and 
kept for the appreciation that will come—mean- 
while they are earning a much higher rate of interest. 

Big companies have not been paying the sizable 
dividends that they might have and in many cases 
they. are now declaring these substantial dividends in 
cash. 


We are beginning to find out that the average 
business or corporation does not increase in value 
100 per cent overnight, nor does it decrease. The 
value is all there and there is work to be done. 

We must make a study now of buying power. 
It remains strong and constant. There is buying 
of commodities both of necessity and of luxury 
types. It is true that when conditions are good 
people buy more than they should. Likewise, when 
conditions are bad they buy really less than they 
should. It is a custom of the American consumer 
never to strike an even medium or average but to 
go to extremes. But there is a momentum keeping 
up the present speed of buying power. It comes 
through continued work and continuous wages. The 
banking industry is restoring to manufacturing and 
producing organizations the credit facilities needed. 

There is a place for all shoe merchandise. \\e 
should never class any shoe, no matter what its 
price, as an out-and-out luxury that might be dis- 
carded. There has been altogether too much news- 
paper publicity on the “wane of luxury merchandise.” 

The living standards of all of our people are ~ 
high that what are termed necessities today were, 
only three years ago, high luxuries. Let’s not con- 
fuse the terms “luxury” and “quality.” 

We are certainly not in a period where price alone 
sells the goods. That time will never come—exce)t 
under the stress of war or national pestilence dles- 
troying working capacity. 

We have had a stock market lull. We have not, 
or will, experience a lull in living standards. \ 
pretty shoe has its place no matter what its price 
and to the wearer it is not a luxury. Style is still 
the dominant factor, in our field as well as any other 
industries. 

The public has money to spend and will spend it 
and shoes may come in for a greater proportion oi 
the public purse. 


a 


Flexible Mark- Ups 


AREFUL buying keeps a store’s stock moviny 
rapidly. 

Careful pricing will move the goods up to tlx 
point of what the traffic will bear, consistent with 
rapid turnover. 

Departmentizing expense, wherever possible, 
that goods enjoying a rapid rate of turnover are not 
charged the same costs as those slow service nu 
bers that are time-consumers in their sale. 

Scientific merchandising is just ahead. It is tine 
to understand the rate of sale of different lines 
shoes in a store. 

A merchant must not cling blindly to a unifo: 
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margin of profit on all goods. There are develop- 
ing special conditions and circumstances which may 
make the selling costs of a commodity less if a 
volume can be obtained. 

A merchant might well reduce his mark-up in one 
place and increase it in another in order to protect 
his average mark-up. That’s the new thing in mer- 
chandising—to study the selling cost in each dollar’s 
worth of shoes, for some require less time per dol- 
iar than others, and should be priced accordingly. 


eh 


This Gambling Pace 


HE stock market is not the only place to waste 
money in a gambling way. Stupendous figures 
have been compiled, indicating that more than four 
billion dollars changes hands yearly, through com- 
mercialized gambling. An amazing economic loss. 
We will always have 


country by the new instinct toward gambling—‘‘to 
reach for a Lucky instead of a Sweat.” 


Be the 


Whose Money ? 


ET’S hope there has been very little tampering 

with shoe store and shoe factory moneys in the 
past unpleasant financial period. There has been a 
tendency on the part of some merchants in such an 
emergency to take any money that is laying around 
and use it in the market to plug a leak. That money 
should have gone, perhaps, to paying for shoes al- 
ready shelved, and partly sold. 

To what extent corporation money has been used 
for individual emergencies may never be known, 
but one financial expert intimates that the jails of 
the country wouldn’t be 
big enough to hold those 





race track and card game 
vambling, but the horrible 
thing of today is to note 
the almost universal in- 
crease of the habit. An 
itemized tabulation of the 
nation’s gambling bills is 
as follows: Baseball pools, 
$500,000,000; Treasury 
numbers, $300,000,000; 
wire betting, $200,000,000 ; 
bucket shops, $500,000,- 
000; race track betting, 
$1,000,000,000 ; cards, $1,- 
200,000,000. 


it is today without betting ? 


—Good News— 


A telegram from a newspaper: 
“Please send me at once fifty re- 
prints of the article: “Making the 


Shoe Store a Gift Shop.” I want 
to mail these to all the shoe ac- 
counts in Pittsburgh in the belief 
that I can help them to greatly in- HE 
crease their Christmas business by , 
following the suggestions contained 
in these pages.” 
SIDNEY FRENKEL, 
Pittsburgh Sun Telegraph. 


Would golf be the game * * 
A letter from a prominent book store 


who have misappropriated 
funds in the last month. 
Let’s express the hope that 
shoe moneys have not been 
so misused. 


ne 


merchant who 

confines his purchases 
to a few good lines will be 
in a safer position than he 
who listens to the siren 
* voice of a “snap” or spe- 
cially priced lot to close 


out under the market. It 
is fine to feel that you are 
doing business with con- 
cerns that will stand by 
when storms hover over 
your business. Better owe 
three big bills than twenty 
small ones. 


in Rochester, N. Y. 
“We have a customer who is anx- 
ious to get all of the numbers of 
the serial you are running in your 
magazine entitled ‘Story of Billy 
Rogers’ New Shoe Store.” Would 
it be possible for you to send us 
the entire story?” 
SCRANTOWM’S, 
Rochester, N. Y. 


* * * 


Evidently the Recorder clicks with- 
out as well as within the shoe trade. 
We enjoy the opportunity of, truly, 
being the “Greater National Shoe 
Weekly.” 


President. 


We simply note the aggra- 
vation of the gambling in- 
stinct and draw no con- 
clusions therefrom, for we 
are far from being moral- 
ists on the subject. There 
has been a penetration into 
the moral fibers of the 
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PUTTING THE SHOE STORID 


ROM December Ist to Christmas Day there are 
BF excis twenty shopping days. If an average of 

100 people enter your store daily during that 
period, that provides exactly 2000 opportunities to place 
your merchandise on the family Christmas tree. More 
than ever before it seems certain that this year’s Christ- 
mas giving will be of a practical nature. Gifts which 
are usable double the sprit of good-will and friendli- 
ness they are intended to convey. 

First—What each merchant’s store will “give” to the 
Christmas season, rather than merely what it can “sell.” 
What will be your Christmas recognition of faithful loyal 
employees? Extra money in coins, bills or checks, is 
fine and appreciated, but isn’t there something else? 
Supposing you should notify your sales force that during 
1930 each one of your “through the year clerks” would 
receive three pairs of smart in-season shoes? Shoes that 
their normal income could not purchase. Can you vis- 
ualize the effect not only on the salesman, but upon the 
morale of your store? 

Again to the postman, expressman, truck driver, news- 
boy and perhaps other people who regularly visit your 
store with some type of service, what will be your holi- 
day expression? One of the most appreciated letters I 
ever received was from a certain store in my home town, 
who wrote a message something like this: “Our year 
has been a good one, and at this season when friendly 
greetings and appreciations are exchanged may we tell 
you that your share in making our year prosperous, as 
reflected by our ledger, is appreciated.” To welfare or- 
ganizations, whose task is to make homes of meagre 
income happy, you probably have merchandise not 
adapted to holiday sale, which would make a splendid 
addition to the gift package. Isn’t it better to put such 
merchandise into the Christmas season helpfully rather 
than depreciate it to nothing in your inventory. 


A western store knew it was the custom of a 
certain large firm to give a ten-dollar gold piece 
to all employees. On December Ist he called the man 
on the phone and made the sincere friendly sug- 
gestion “Why don’t you this year give each one a 
pair of shoes of their selection?” A 200-pair sale 
resulted when the manager of this large office said, 
“Good idea—I’ll do it.” 


Outside of the special merchandise which you buy for 


ae 


the holiday trade, there probably isn’t a single item oi 
stock in your store which, if presented with the right 
attitude by the salesman and to the right person, shouldn’t 
fit into the Christmas program. We believe that one oj 
the first preparations, which should also be in November. 
should be a meeting of your organization, at which an 
nouncement could properly be made of some of your 
plans as suggested in the first part of this story. In. 
stead of the usual “slippers for father, stockings {or 
mother,” etc., we believe that a chart such as we illustrate 
herewith will have a tendency to create an enthusiasm 
in your organization to bring your merchandise into its 
proper place in the Christmas picture as never before 
No attempt has been made to make this chart complete, 
but when the summary shows that these 26 different 
articles find Christmas adaptation in 59 places in the 
five groups, the list of itself gives a new look at 


the place the shoe store merchandise could 
occupy in the Christmas spending of 
[TURN TO PAGE 110, PLEASE] 
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ON THE CHRISTMAS. | REE 


Twenty-Six Articles of Merchandise That the Average 
Shoe Store (an Feature in Holiday Season 


Suitable as Gifts 


Older Young School 
Men Men Ladies Children Infants 


** “~ ** ** *¢ 
** +“* 


=? 


Regular hosiery. . sti 
Golf hosiery .. sci 
xe 
> 
ae 
Lied 
“* 


*€ 


Hosiery boxes ... 
Fancy heels for 


party shoes.... +e 
Button hooks .... +* 
Suede brushes ... ed 


a — — — 


“UU 12 22 10 
__ 59 Christmas Gift Opportunities for Shoe Stores 


To test out the practical values 
of this article, Ernest A. Bur- 
rill, chairman of the Plan and 
Scope Committee of the N. S. R. 
A. campaign, addressed the shoe 
merchants of Rhode Island on 
November 5th and the shoe mer- 
chants of Massachusetts on 
November 6th in two of a series 
of very practical merchandising 
conventions—the unanimous vote 
of these two States was for a 
more practical Christmas with 
the shoe man getting a larger 
slice of the consumer’s purse 
through these shoe items 
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Does a (ut Price Shoe Sale Pay Its Way? 


BiLtLy ROEERS 
SHOE MERCHART 


By HAROLD 


HEN Billy Rogers put on his “Cinderella 
Wie: he had high hopes it would move the 

worst of the bad buys he made when he 
opened his store. He felt that in offering that big 
stock of women’s one strap pumps for the regular 
price of $3.35 and selling a second pair for 95 
cents he had struck a winner. 

Luke Zinner had rewritten Billy’s original copy 
and made an attractive looking advertisement of it. 
He felt the extra money spent on it in the Fretton 
Courier was a good investment. June had, as usual 
raised questions that took the edge off his enthusi- 
asm. He had met her while having a hasty snack 
at Felkinton’s restaurant, on the day of the sale. 

“My, Billy, but you’re going to lose a lot of 
money on those shoes.” 

“Why, June, I break even. Those shoes cost 
me $2.15 a pair and I sell two pairs for $4.30, and 
if twice two fifteen isn’t four thirty, I’m a son 
of a sea cook.” 

“Listen, big boy, you may—or may not—get 
your money back, but it costs you a lot of money to 
do it. Whether you sell a job line or regular stuff, 
the expense is going on just the same. As your 
expenses are 30 per cent I don’t see but what you 
lose that.” 


AIT a minute. Let’s get this thing 

straight. You've got me all het up. These 
shoes are sold as a special not as regular. I’m 
going to do my regular business just the same, so 
the expense in selling these shoes is already taken 
care of. That’s true, isn’t it, you female shark on 
figures ?”’ 

June shook her head so vigorously that her 
bobbed, golden hair joined in the emphatic negative. 
“Does that advertisement you’re running pay for 
itself, and does it cost anything to wrap up the 
shoes? It takes you just as much time to sell job 
stuff as regular, doesn’t it?” 

“I can’t see it yet. Sure it takes time, but I’m 
there anyhow, in the store, and I might as well do 
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“Now, Billy, be sensible. The only way to run 
a shoe store is to make each pair you sell carry its 
share of the total expense. If your sales increase, 
the percentage of expense to sales will decrease— 
that is if actual expenses don’t climb. Now, aiter 
the sale is over, and you have doubled sales, total 
sales that is, your expenses will be cut in two. If 
you do that you can then claim that you got your 
money back on those—those misses’ shoes you are 
clearing out. But do you seriously think you will 
double sales ?” 


ILLY scowled and looked uncomfortable. ‘Then 

he grumbled. “Darn it, I’m afraid you're right. 
Of course, I won’t be able to double sales. Yet 
somehow I feel there’s a cat at the cream some- 
where. And—magnificent ? 

“Hm?” 

“What a time I’ll have trying to put ‘visiting a 
sick friend’ over on you when we put on the ball 
and chain!” 

“Billy Rogers, you make me wonder if—” 

“Help; in the soup again! But quit kiddin’, 
marvelous. According to you I could have sold 
those shoes for cash at 30 per cent reduction and 
been no worse off ?” 

“That’s how it seems to me, Billy.” 

“Thirty per cent off two fifteen is a dollar fifty 
and a half cents, say a dollar fifty.” 

“If you could do that I should think it a good 
thing. You'd get rid of those silly looking things. 
have some cash instead and—and you'll be able to 
sell those customers who buy that junk regular 
shoes instead.” 

“June Solent, you are wasted in Fretton. Uncl 
Sam ought to loan you to foreign countries that 
want to know about financing a government.” 

“Talking blah again, aren’t you? Pay for tlic 
ice cream and go back to the store—and if I dont 
hurry, the Fretton Coal Co. will be advertising { 
a new bookkeeper.” 

As he entered the store he regretted he ha’! 
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taken even fifteen minutes off. The 
store was crowded with women shop- 
pers and Lyman Acks was getting 
tangled up trying to serve four cus- 
tomers at the same time. All the 
trade was after the bargain shoes, it 
seemed, so Billy jumped into the 
work with enthusiasm. His adver- 
tisement was pulling! 
A number of women looked in, 
saw the crowd and walked out again. 
This worried Billy and he muttered 
to himself. “I’ve got off on the 
wrong foot again. I ought to have 
jlanned for extra help. I didn't 
think—Ha, that’s the truth, I didn’t think—” 
“Hello, 
janker, Scott, who had become a good customer 
of Dilly’s. “I was just going to get a pair of 
heavy shoes for a trip I’m taking next week. 
See you’re busy, though. Try to look in later. 
G'bye.”” 


“Can’t I send them around? 


Rogers,” it was the investment 


I know your 
ize. I’ll bring some to your house tonight and 
ft you, if you like—” 
“No, thanks, Rogers, got a bridge game on 
for tonight. Don’t bother,’ 
“Damn,” Billy muttered. 


* and he was gone. 

He felt (and truly 
as it turned out) that Scott would not come back. 
No use worrying though, so he returned to his 
sales work. 


YMAN ACKS came up breathlessly. “Mr. 

Rogers, I’ll have to dash over to the shed 
for some more of them job shoes. We're all out 
of the two best sizes here—but there’s loads of 
em in the shed.” 

silly looked at the crowd of women. He 
knew that most of them would want the sizes 
that were in the shed! “No, just go on selling. 
ll ask Parker to help me.” 

In a minute he was talking to Parker over the 
phone. “I’m in a mess, Mr. Parker. That sale 

| of mine is going great, but I forgot to get extra 

help and I—I forgot to get the stock over here 
from the shed. Could you let one of the boys 
bring some over for me?” 

“Sorry, Billy, can’t manage it. I’m busy my- 
self,” the click of the receiver told Billy that 
Parker had hung up abruptly. “Guess he didn’t 
like my ’phoning,” Billy thought. 

Two customers had walked out, promising to 
come back, while two “regulars” backed out as 
soon as they saw the crowd. “This is a hell of 

[TURN TO PAGE 108, PLEASE] 
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WHAT HAs GOnE BEFORE 


ILLY ROGERS wanted to own a shoe store. He 

had $17,000 and some practical experience ac- 
quired as a salesman in Parker’s Shoe Shop. George 
Morland was willing to sell his store for $22,000. 
Too willing, in fact, as it appeared when Billy, act- 
ing on the advice of June Solent, consulted Jethro 
Blunt, president of Fretton National Bank, and the 
latter scanned the figures on Morland’s business. 
Billy decided not to buy Morland out and after con- 
sulting his former boss, Parker, decided to launch 
his own business. He picked a promising location, 
acquired a stock and opened his store. Experience 
taught him that store management has its problems. 
Billy’s competitors made trouble by cutting prices 
and to meet the situation the young merchant studied 
the possibilities of advertising. He also learned 
what it means to appease the wrath of the displeased 
customer and discovered the importance of watch- 
ing incidental expense. He finds some of the travel- 
ing salesmen most helpful and accepts their advice 
on buying problems. But the matter of collections 
causes Billy and June a lot of worry. They decide 
to go on a cash basis and send out a collection let- 
ter to customers whose accounts are overdue. The 
letter produced unexpected results, angry protests 
and lost customers. Getting his stock down to a 
reasonable figure is Billy’s next problem. 
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Dut ACCESSORIFDN 


a real selling instrument during the Christmas 
season. 

People want to handle things—give them an op. 
portunity. 

Show them, on a tricky little table, some of the 
things that you sell that will fit into the picture of 
gifts. 

Change your table every day. 

Rearrange it and consider it as much a display 
fixture as the windows. 

A tiny lamp with an amber or pink shade bring. 
ing the attention of the customer to the glittering 
buckle, the smart leisure or home slipper, the at- 
tractive velvet shoe trees of varied colors and the 
practical stocking box, are all extra sales items for 
the wide-awake merchant. 

One merchant in Dallas writes of the great suc- 
cess of table display. His buckle business added 
a very sizable increase during the holidays and 
people who did not anticipate buying house slippers 
suddenly became convinced of their importance. 

Buckles will always attract when displayed under 
light and as the public like to handle merchandise 
here is an opportunity to increase interest in un- 
usual accessories. 

The changing of display tables every day, the add- 
ing of a touch of color to the interior of the store, 
or the placing of a Christmas card or poster, are all 
clever ways to effect sales promotion. Bags, jewelry, 
slippers, buckles, odd stockings, shoe covers, shoe 
trees and forms are some of the salable articles 
try them. 


A LITTLE table in the shoe store can be made 





HE public, by and large, isn’t sold as yet on shoes 

for Christmas gifts. That will come later, no doubt, 
if the shoe trade continues its educational campaign 
to make customers shoe conscious at holiday time. 
Until it does come, it is better, no doubt, to bait the 
customer with accessories. The woman who couldn't 
see giving her husband a pair of shoes for Christmas wil! 
recognize at once the appropriateness of slippers ©1 
socks. Shoe trees can be sold without much effort. 
There is no good reason why a men’s shoe store should 
not carry a full line of leather goods for men, including 
belts, pocket books, portfolios, bags and suitcases. Thi- 
merchandise can be sold, not only at Christmas time, but 
right through the year. The volume on any one item 
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ts DispLtay TABLE 


(reate the Christmas 


1 DE wes 


Bringeustomers Into Your 


December Profits 


may not be great, but the aggregate helps tremendously. 
Neckties are being sold very successfully in many 
men’s shoe stores and departments. Such trinkets as 
cigar lighters, cigarette cases and other personal items Verte © \ 
ee 
* § 


should be excellent builders of holiday business. Ly 


IMILARLY, men will respond easily to an appeal to” 
buy slippers and hosiery for their wives, daughters % 

and sweethearts. The male shopper can be sold without 
difficulty such items as leather bags and purses, attractive 
and colorful shoe trees, buckles, shoe ornaments, per- 
fume, etc. The main thing in either case is to get the 
customer into the shoe store, to overcome any doubt or 
hesitancy in the customer’s mind as to whether the shoe 
store is really the place in which to buy a present. This 
can be accomplished by featuring accessories in the win- 
dows with the right sort of a holiday atmosphere. 

And don’t forget the Christmas wrappings. One shoe 
store that has built up, over a period of years, an excel- 
lent volume of Christmas business, attaches the greatest 
importance to this matter of appropriate holiday boxes 
for shoes, hosiery, slippers, etc. A bright red box of a 
certain style, in various sizes to suit the different articles, 
has been featured year after year until people in that 
town have come to associate that particular Christmas 
carton with the store that uses it. The result has been 
the creation for this store of a reputation as a gift shop 
which is translated each year into a splendid volume of 
extra business during holiday season. 


You can sell every item on these pages. 

Look them over: 
Tailored and dressy 

buckles 
Boudoir slippers $ 3.00 to $10.00 
Fancy Shoe Trees $ 1.00 to $ 8.00 per pair 4 


Stocking Box $ 1.50 empty 
$ 9.00 to $25.00 filled 


Perfume $ 2.50 to $20.00 
Daytime Bags Up to $22.00 
Evening Bags ...Up to $30.00 

$ 6.50 per pair 
Practical Shoe Trees...... $ 1.00—$2.00 
Sport Bags $ 5.00 to $15.00 


Gift Bag and Shoe 
Combination 
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Why the Shoe —Merchant Should Spread the 
Propaganda of Pride in -Appearance 


BOUT the time that Sonny Boy dons 
his first pants with pockets he begins 
to show evidence of an acquisitive in- 

stinct. He collects pocket knives, marbles, 
small stones and all sorts of odd and curious 
objects, mainly because he has a place to put 
them. The architect who first added a second 
clothes closet to the master bedroom of the 
small house was a real benefactor to the men’s 
shoe business. Until then it probably hadn't 
occurred to the average man that there could 
be any serious purpose for a few extra pairs 
of shoes except to stumble over in the dark. 

Since the advent of the Dollar Dry Cleaner 
bootblacks have been doing a landoffice busi- 
ness. It now develops that a man is as old as 
his feet and the shoe business, like the stock 
market, is mostly a matter of psychology. 
Teach a man to spruce up and it follows as a 
matter of simple logic that he will start at the 
bottom. Since he stopped throwing his trous- 
ers in a heap on the floor he no longer throws 
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What a well 
dressed man 
should hav e— 
Wardrobe of 
Russell Werner, 
San Francisco 


his slippers at the cat who disturbs his slum- 
bers. Pride in apparel promotes respect for 
footwear and the one plus the other equals 
profit for some shoe man who needs the money. 

The illustration below is an accurate repro- 
duction of the clothes closet of a well dressed 
New Yorker. It wouldn’t be a bad idea for a 
shoe man to build a window display with such 
a scene for a background. Possibly it might 
not have the effect of inducing many men to 
place immediate orders for nine pairs of shoes, 
a pair of riding boots and two pairs of slip- 
pers. But it might set a lot of careless fel- 
lows to thinking in the right direction. 

It doesn’t take more than a glance to con- 
vince you that the owner of the closet shown 
below is likewise the possessor of an orderly 
mind. The top sergeant who looked for the 
mud on the back of your shoes when you stood 
inspection on Saturday morning really had the 
right idea. Orderly habits make a _ good 
soldier and a successful business man. 


Every 
wardrobe 
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Profits are made today in 








merchandise with a reputa- 
tion. Miller Shoe Trees— 
long known as the best, 


sell best. 


If you do not already 


know, we will gladly ex- 


©. A. MI LiEFhR plain the money-making 


TREEING MACHINE opportunities, in the lim- 
COM BARNS Y ited line of Miller Trees 


necessary for the average 














BROCKTON, store. It will pay you to 


MASS. write for this information. 
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AN 

ADDED 
TOUCH FOR 
SPORTWEAR 


White Cordo-Hyde Laces 


Shoes by 
Nettleton 


White Cordo-Hyde Laces give the necessary contrast. 
They snap up the appearance of even the smartest 
sportwear. For they remain white! Being washable, 
they can instantly be cleaned with a damp cloth. 


We predict a wide vogue for these practical and 
good looking white Cordo-Hydes. They should be 
in your sport line and in your accessory show case. 
Your jobber can supply them—or write to us direct. 


O. A. MILLER 


TREEING MACHINE COMPANY 
BROCKTON, MASS. 
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FTUR® YOUR 
GREATER MARKET 


into a 


DROFIT 


Every time you sell a pair of women’s 
shoes you have a double responsibility— 
to sell her trees to preserve them and to 
know they are genuine, scientifically 
moulded trees and not the flimsy, shape- 
less imitations (of the “Five and Tens”). 


Wide awake merchants, looking out for 
their best interests, are proving daily that 
it pays well to feature NOUVELOID 
TREES—to push NOUVELOID TREES 
hard. For it is now easy to sell these trees 
because they have been nationally adver- 
tised to women. They understand the 
reason for paying a little 

more for a real tree, which 

will truly make footwear 

look better and last longer. 


NOUVELOIDS will make a 
good Christmas display. Why 


not feature them? 


“ferninine 
FAC , 
“ay / 


NOUVELOID 
TREE 
O. A. MILLER 


TREEING MACHINE COMPANY 


BROCKTON, MASS. 
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ARCH FORM .. . . For dress wear 
Super-Flex (Cement) Process . . . $10.00 


Littleway Process . . . . . «© « « 8.50 
ARCH FORM .. . For general wear 


Flexible Shank Welts ..... . $10.00 
Firm Shank Welts ... o « BSS 








BOUGHT my Arch Form shoes,” says the 
youngest of the women pictured here, “for 
their smart style. I was amazed when the clerk 


explained they were arch shoes.” 


“It seems I have always worn arch feature 
shoes,” says the oldest of these women, “but 
not until I bought the Arch Form did I flatter 
myself I could combine the styles my daughter 


QcH FOR, is accustomed to with the comfort I require.” 


a  Ditstiay THOMAS G. PLANT 
BOSTON, MASS. -- - IN STOCK 


Chicago Sales Office: 209 South State Street 
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this amazing: shoe! 


“Arch Form erases’ my shoe worries,” says 
the young matron. “They have style and 
they’re comfortable. What more could I ask?” 


So the news spreads—the very good news 
—that young women can now wear arch shoes 
without being penalized in style and that 
older women can wear beautiful shoes with- 


out being penalized in comfort. 


What a telling story this Arch Form story is 
for the shoe man to tell to women on both 
sides of 30! 


This amazing shoe is now being shown by 
over a thousand leading shoe retailers through- 
out the country. If you are not already ac- 
quainted with the Arch Form a wire or letter 
to us will bring an Arch Form sales representa- 


tive to you now; with the new Spring samples. 


COBPORATION 
CENTERS: BOSTON: ATLANTA 


New York Sales Office: 908-910-912 Marbridge Building 
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AVALO, $10 Retail 


COURT, $8.50 Retail 














Forefinger indicates rise just forward of the Oscal- 
cis bone, which catches and holds the foot locked 
in position when wearer is walking—thus pre- 
venting crowding and pinching of the toes. 





WHAT IS 
PLANTATION 
CREPE 


2 


PLANTATION CREPE 
IS THE BEST AND CLEAREST 
GRADE OF FIRST LATEX 


CREPE RUBBER OBTAINABLE. 
NOTHING ELSE IS USED IN 


RAJAH CREPE SOLES 
MADE ONLY BY 


ALFRED HALE 
RUBBER COMPANY 


ATLANTIC, MASS. 
ESTABLISHED 1837 
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In Every Walk of Life 


Shoes Mark the Man 





This This Message 
Advertisement 7 Te to the 

appears in — Seer ——— Men of America 
this week’s fh will be 

issue of the a eee read in 
Saturday Evening _.@ ies 3,000,000 


Post. ne ea homes. 











One of the established features of the SHOES MARK THE MAN 
Campaign are the “Six Well Dressed Men.” Here again they appear 
in Fall and Winter footwear and clothing. With the illustrations 
are the six national axioms of good usage in footwear, which have 
been repeated in many of the national advertisements during the last 
three seasons. These advertisements are bringing in thousands of 
requests for that Men’s Campaign style booklet “How Well Dressed 
Men Get That Way.” 


To the long list of retail Men’s Campaign subscribers this message 
directly ties to their window display. For two weeks these subscribers 
have had advance reprints of this advertisement, enabling them to 
prepare their stocks, their windows and their local advertising to tune 
in with the above message which goes into one out of every five homes 
in their community. And these national advertisements, with their 
emphasis of shoes as apparel and a part of the ensemble, together 
with the subscriber’s own local effort in display and advertising 
have been an important factor in putting the men’s shoe industry 
over two million pairs ahead for the year to date. 


Thus does co-operative advertising help the Men’s Shoe Industry 
in all its branches. Coupled with the advertising program is a mer- 
chandising program—Advertising to increase sales, and Merchan- 
dising to increase profits. Have you read “Profit”—that 72-page 
merchandising book, written by Ernest A. Burrill, which is becom- 
ing the most-talked-about book in the shoe industry? You may 
obtain a copy from headquarters for $2.00. 


To campaign subscribers it is free. Send for your copy. 
NATIONAL ADVERTISING FUND of the 
N.S. R. A., 260 Tremont St., Fourteenth Floor, Boston, Mass. 
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We Thank All Imitators Of 





HILO 


is but 
ONE 


of 


SAMPLE 
SWATCHES 
FURNISHED 


but only 


on request 





ESSEX CREATIONS 








ous FLO cue 


TONE 
PROCESS 


We learn that certain tanners of reptilian patterned 
leathers claim to be using “the new HILO Process.” 


Looking upon this from a purely selfish standpoint, we 
are proud to have the HILO Process imitated. 


We expected imitation. Anything that gives revolution- 
ary results usually is imitated. 


On the other hand—as originators of the HILO Process 
—we,feel it our duty to remind the trade 


that. 


The real HILO Process is employed by 
none but ourselves—its ORIGINATORS. 


that. 


Imitation is the surest proof of unusual 
merit. 


and that. 


No imitation ever equalled the original. 


ESSEX TANNING Co., INC. 
PEABODY, MASS. 


CREATIVE CRAFTSMEN IN CHROME CALFSKIN 





Exclusive proprietors for U. 8. A. of TARSO PHOTOGRAPHIC PROCESS which assures the most perfect reproduc- 
tion of original grain and colors. 


—_~ 
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A rugged young oxford 
on the WINDSOR last. 











Human nature hasn’t changed ---\t is the most 


natural thing in the world for a man to “stay with” the store that always 

‘gives him the kind of shoe value he expects - - - - There will be no 
question in the minds of your customers, if you introduce them to 
ALDEN standards of style and value. 





C.H. ALDEN CO. 


Designers and Makers of Men’s Fine Shoes 
actory and Executive Offices at 


ABINGTON, MASS. 


Boston Office 10 High Street 
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ELONGATED SLOT 
PERMITS SLIDING 
ACTION 
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ReEsILiENcy is as vital to the shank of the shoe as it 

is to the suspension bridge. To withstand the weight and severe 
strain, the Crawford Arch Supporting Shank — like the suspen- 
sion bridge — is constructed so that it will move up and down 
as weight is applied and removed. 
The Crawford Arch Supporting Shank embodies the combina- 
tion of rigidity and flexibility. It is a resilient steel brace built 
into the shoe. A truss, riveted to the under side of the shank, 
keeps it in its original curved shape. One end of the shank is 
slotted and fitted around a split rivet, so that it will slide back 
and forth as the weight of the body is applied and removed from 
the foot, yielding just enough, under pressure, to accommodate the 
natural flattening of the arch. When the foot is raised, it springs 
back into its original position. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


———— 
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Fashion points to 


BOROSO 


\REG. U. S, PAT. OFFICE) 


\W' IEN Fashion sensed the need for something 


more modern than the plain leathers of the past, 





Fano ene) eee oe eee 


she went into the jungle — for reptile leathers. 
Now Dame Fashion dives into the sea — and brings 


forth Boroso Sea Leathers ! 


Pike Sak Se 


They are leathers of gorgeous beauty ! Genuine fish 
leathers — with a natural and inimitable grain — with the 
texture and soft sheen of moiré silk. As flexible as 
Kidskin. As tough as Walrus, they neither scuff nor 
crack; yet are easily workable. 

A style success in Paris — Boroso is featured for 
winter and spring in America’s highest-priced and most 
exclusive lines. 

Back of genuine Boroso stands the House of Hecht 
—and a tannery in Austria making regular deliveries. 

For immediate delivery Brown — Black, and Navy. 
Spring deliveries December 1st —in a line of new and 


interesting shades. 


F. HECHT & CO. Ine. - 44 East 32nd St. . New York 


World's Largest distributors of Boroso Genuine Sea Leathers, 
Novelty Leathers and Alpina Genuine Reptile Leathers 





A model by Best & Co. in Boroso brown Baby Shark 
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SHERWOOD’S IN STOCK 


A Little Better Style ~ 
A Little Better Material— 
At a Little Lower Price 


Welt 


“MISS COMET” 


No. B780 — Genuine brown lizard 
vamp, brown kid quarter, Comet 
one-strap, 65 last. 15/8 covered 
Cuban heel $6.50 

No. B781—Genuine blue lizard vamp, 
blue kid quarter $6.50 

No. B782 — Genuine ee lizard 
vamp, black kid quar $6.50 
ada & © & 48 OH & 0s 

A 4 to 8; B 3 to 8; 
C 3 to 8 


“MISS LEILA” 


84067—Patent Leather, 571 black 
calf one-strap, 1418 last, 14/8 wood 
Cuban heel $4.60 
AAA 5 to 9; AA 4% to 9; 
A4 to 9; B 3% to 9: 
C,3 to 9; D, 3% to 9. 


“MISS PEGGY” 


No. 
strap, brown kid collar, 


“MISS 
B405!—Brown 


17/8 Louis heel 


B4052—Black 


RAYO” 


suede, Rayo one- 
1714 last, 
$5.25 


suede Rayo one- 
25 


strap, black calf collar ....$5. 


kid quarter, Bobbie tie, 
14/8 covered Cuban heel 


AAA 5 to 8; 
A 4 to 8; 


AA 4% to 8; 
B 3 to 8; 
to 8 


“MISS BOBBIE” 


No. 84053—Brown suede vamp, brown 


B4054—Black 


Brazil quarter 


668 3 pS 
4 08; 
Cc 3t 


suede vamp, dull 
$5.25 


AA 4% to 8; 
3 to 8; 


“MISS BARRET” 


1418 last, 
+++ $5.25 


“MISS DORIS” 

Last—17/8’’ Covered Heel 
Beauty Arch 

No. B4049—Patent 


SIZES IN Svan 
AAA 5 to 8; AA 4% to 8; 
A 4 to 8; B 3% to 8; 
C 3 to 8 


1714 


“MISS CRESSIE” 


No. 684055—Dark blue kid Cressie 
one-strap, 1710 last, 17/8 Louls 
$5.50 

No. L aoaediiaeeree kid Cressie one- 
str $5.50 


AAA 5 to 8; AA 4% to 8; 
A 4 to 8; 4 3 to 8; 
c 3 8 


“MISS BARRET” 


“MISS MIDI” 
Last—14/8” Covered Heel 
Beauty Arch 


No. a. Suede, 
Patent Tri 


1414 


“MISS MERCEDA” 
1818 Last—18/8" Covered Heel 
Beauty Arch 
No. 84050—Dull Brazil Kid.. 

SIZES IN STeok 
AAA 5 tw 8; AA 4% to 8; 
A 4 to 8; B 3% to 8; 
C 3 to 8 


- $5.00 


“MISS NELDA” 


1410 Last—14/8” Covered Heel 
Beauty Arch 


B4032—Black Satin 


1701 1701 Last—17/8” Covered Heel 
Beauty Arch 


Black Suede, 


2003 Last—20/8” Spike Heel 


Last—17/8’"" Covered Heel 
Beauty Arch B 


eauty Arch 
No. B4033—Black Satin 


No. B4013—Black Satin . No. 
No. B4Ci6—Patent ’ asdiZEs,iN, STOCK . aahitee IN STOCK 
SIZES IN STOCK ~ 4 ” 
AAA 5 to 8; AA 4% to 8; ePF © & eR AAA 
A 4 to 8; B 3% to 8; » les A 
C3 to 8 


No. B4034 


SIZES IN STOCK 

5 to 8; AA 4% to 8; 

4 to 8: B 3% to 8; 
C 3 to 8 


SHERWOOD, ROCHESTER, NEW YORK 


Patent Trim 
25 
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It’s a Bull Market 


te all Merchants who have invested in the new, improved, flexible, 
tackless, smooth-bottom Shoes for Infants, widely acclaimed as 


EAN 





























M P 
A nm "Ten Met llnes tie 
I 
—du Pont Cemented Soles 
that All Heck Can’t Pull, 
(me() Rip or Hack Off! (me() 
How they used to The Elam-Compo 
make ’em smooth sole way 












All old-types of infants’ shoes Our new way has none of these 
had tacks, Cpent, uneven sur- objectionable - ore Smooth 
aces. soles. 




















VERY WEEK sees the de- 
mand for ELAM-COMPO 
Shoes for Infants increase. You 
should see the letters praising 
these shoes—and the re-orders. 
No Bull!—vwe will show them to 


See: : a ot: 
ampagne Top; eaver Ki op; 
Elam-Compo you. Elam-Compo 


Send for Sample Pairs 


F. S. Elam Shoe Company 
Manufacturers 
Rochester, N. Y. 
BOSTON Display Room 532, Statler Building 
Remember ELAM-COMPO Shoes Cost No More than Old Processes! 
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The new Hood Midwate Gaiter. Uppers and cuffs of attractive patterned material 
in Tweed Brown, Java Brown and Steel. Outsoles and foxings to match, Four lasts: 
medium heel, medium slim, high heel, high slim. Sizes 2% to 8. 


Display the new Midwate 


and— 
you've started many a sale 


 Sragtid women are as particular in selecting their storm footwear 
as they are when buying smart shoes. Style and appearance are 
even more important than foot protection. 


That’s why the Hood Midwate sells so easily. Its modish lines, its trim, 
neat appearance on the foot and the variety of colors in which it is 
available, all have an instant appeal to the discriminating customer. And 
its light weight—midway between that of regular galoshes and the ex- 
treme featherweight type—makes it a favorite, particularly for fall wear. 


The Midwate is made of a new flexible tweed material in the latest 
shades of brown and grey. Built on special lasts to fit perfectly over 
all types of women’s fall shoes. 


Now is the time to feature this fast-selling item. Your inquiry will 
receive prompt attention. 


—— HOOD RUBBER COMPANY, INC. 


Watertown, Massachusetts 






































HOOD MAKES CANVAS SiiO0ES - RUBBER FOOTWEAR ~- TIRES - RUBBER SOLES AND HEELS + RUBBER FLOOR TILING 
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Mr. Independent 


TOP NOTCH gives you the styles 
that your women customers want 
















§ fer 
isle 
HE fashion authorities call this thd) 


“ensemble year’ —hats, gowns} 


Liaise shaad 





a 0 
wraps, shoes all carry out the distinc} yi 
tive new style with its trim lines ani) ,. 


warm color. Even the footwear foi) q; 
4 
stormy, snowy or blustery weather) JT, 


must be in this same harmonious effect!) w 


SNUGFIT ; ..p ol 
Vine Wik Sees Top Notch Smartics express the spirit) 


# 


of this season’s vogue of smartness} 








w 
Their trim perfection completes thef) j, 


THE BEACON FALLS : 
RUBBER SHOE COMPANY ff @ 


Makers of Top Notch Rubber Footwear 
and Grips Sports Footwear 


Beacon Falls, Conn. 


BRANCHES 
241 Congress St., 208 So. Jefferson St., 106 Duane St., 
Boston, Mass. Chicago, Ill. New York, N. Y. 
1714 Washington Ave., 1152 Penn Ave., 530 Howard S8t., 
St. Louis, Mo. Pittsburgh, Pa. San Francisco, Cal. 


426 Second Ave. North, Minneapolis, Minn. 





O’SO NEATS 
In Smart Fabrics 






AUTOSNAP 
Fine Wool Jersey 
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"feminine costume in color and 
5 slender lines. 


) The line is complete in the most 
|) popular styles and shades. It 
[gives your women customers 
) exactly what they want in stormy 
' day footwear. And the entire 
| Top Notch proposition gives you 
}) what you want and need to win 


..f out against your volume com- 


} petitor—distinctive merchandise 


|) with exclusive features on which you 


I have protective distribution. 


A cuananrec [re er OF SERVICE 


NEATFIT 
AUTOMATIC 


All Rubber 
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NEATFIT SNAP 
All Rubber 


NEATFIT 
CHILD’S SNAP 


All Rubber 





W2030— Ruby Kid One 
Strap, Black 
Para Trim; Wood 
Heel; Price, $4.50 


W2029— Ruby Kid Four 
Eyelet Tie, Black 
Para Trim; Wood 
Heel; Price, $4.50 


The above carried in stock 
in widths from AAA to D, 
sizes 4% to 10. 


A i a) 
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INSISTENT SALES AID TO 
PONTIAC SHOE CO. 


DONTIAC, ILL. 


Ruby Kid’s long years of continuous service in the factory of 
PONTIAC SHOE CO., PONTIAC, ILL., constitute a service rec- 
ord in which we take no little pride. 


Particularly since RUBY KID has so steadily continued to be their 
100% specification for all black kid shoes in their PONTI-PED 
ARCH SUPPORT line of WELTS for WOMEN. 


PONTIAC SHOE MFG. CO. share our conviction that nothing 
helps more definitely to establish steadily repeating customers than 


steadily repeated leather merit. 


It is in the capacity of a definite sales builder for its users that we 
wish RUBY KID to be reckoned—and to that end we spare no effort 


nor relax in our watchfulness that it may always give 


The same satisfaction this year as it gave last 
year, and the same satisfaction next year as 
it gave this. 


JOHN R. EVANS & CO. 


CAMDEN, &. J. 


PHILADELPHIA 
BOSTON 

ST. LOUIS 
CINCINNATI 
ROCHESTER 
MILWAUKEE 








| eee - ee 4 J 7 , 
wy , A, 
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FOR EVERY WALK OF LIFE 


oy ees Sige 


ts easier for the master crafisman lo create fine things 
when bodily comfort makes work-bench hours fly by 


as 


a a 


ee 


O create fine things, the craftsman muy 

have a cunning hand. He must have patience, 
too—yes, and comfort of body to make thy 
patience possible. Ask the master artisan why 
works with wood, or stone, or clay. He'll tel 
you that comfort—especially comfort of foot- 
is a splendid helpmate. 


ourceees 





There are thousands of these craftsmen. lj 
of them want shoes that make work-bench hour 
more pleasant and comfortable. So it’s easy t 
attract this trade to your store if you offer last 
ing foot freedom. This is profitably done if you 
sell shoes that are comfort-equipped with Arn- 
strong’s Cork Box Toes and Cork Counters. 


Then you sell comfort from the first step. 
You sell shoes that avoid the unpleasant break- 
_ ing-in period—shoes that never let the feet know 
what blistering and chafing mean. For Arn- 
strong’s Cork Box Toes and Cork Counters are 
so light and easy. Their flexibility is friendly 
to every foot movement. Yet their strength holds 
the style-lines and keeps the shoe permanently 
good-looking. 


We suggest that you write to us for a list of 
manufacturers. Then you can send for a sample 
pair. Above all else, they'll prove to you that, 
although they cost no more, they make satisfied 
customers of master craftsmen and every other 
customer who wants to combine comfort with 
style in the shoes he buys. 





ARMSTRONG CORK 
COMPANY 
Specialties Division Lancaster, Pa 
Boston, Masr......... 197 South St 
Milwaukee, Wis...811 Majestic Bld 
Cincinnati, Ohio....1017 Broadway 
St. Louis, Mo... .% 8S. Third 8t 

1 rant St 
Montreal ll Bld 











You can see he 
strong’s Cork B 
and Cork Count: 

vide comfort 








ARMSTRONGS CORK 
BOX TOES and COUNTERS 
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VERYBODY wants to hear 
about KANGOLA, “ The 
Leather for Foot Health”-- 


Peoplewhowant beautiful shoes; 
people who insist on comfort- 


able shoes; and people to whom 


economy in wear means much... 


Sleek, supple and cool, KAN- 
GOLA neither loses its shape 
nor peels. There is no other 


leather like it. 
r last 
if you 
| Arm- 
3. 


step, 
break- 
- know 
Arm- 
rs are 
iendly 
holds 


nently 


ist of 
umple 
that, 
isfied 
other 
with 





REG.U.S. PAT. OF F. 


C:D.BROWN & CO. Me 
Rochester, N 
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3 Important Essentials 
For Successful Shoe Store Operation 
Now Given You In 
American Interlocking Shoe Store Chairs 


More and Better Trade—Customer Confi- 
dence—Greater Profit— American Inter- 
locking Shoe Store Chairs contribute these 
3 major essentials to build up your shoe 
store business. Your store takes on an air 
of distinction when “American” equipped. 
Is made attractive—inviting to more and 
better trade. For “American” Chairs 
provide that atmosphere of refine- 
ment which discriminating shop- 
pers seek. Build that customer 
confidence so necessary to repeat 
business. Reflect sound manage- 
ment and better values. The result 
will be a bigger profit that makes 
possible successful shoe store 
operation. 

For fifteen years we have been 


**New Styles in Shop 

Seating’’ shows many 

attractive styles and 
arrangements 


building beauty, comfort and utility into 
shoe store chairs. Our engineering and 
draiting departments are at your disposal. 
Write us, furnishing dimensions of your 
store and general layout. We will submit to 
you, without obligation, a seating plan that 
will give you greater seating capacity and 
add greatly to the decorative effect. 


Free 32-Page Book 

A free copy of this helpful and 
practical book, “New Styles in 
Shop Seating,” will be mailed to 
interested shoe store owners and 
managers. 32 pages of seating sug- 
gestions for modern shops. Shows 
the way to better trade and pres- 
tige. Write for a copy, today. 


American Seating (Ompany 


1060 Lytton Bldg. 
BRANCH OFFICES 
Rm. 706, 1311 .- estnant > 


> 


Chicago, Mlinois 
New York: Rm. 600, 119 W. 40th St. 
Boston: Rm. 304, 69 Canal St. 


> he LE ; SSS po 
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retail profit 


7 | r 
Krippendor! 


OCBMIR LAR! Oa 


errnaryme 'e: 





The Krippendort Dittmann Company 


Cincinnati, Ohio 








. 
TRS OS: RUE Ve aes ORR RAE EY | * 
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I Ae ee Sn AL tN 


iam No 


MORNING  ~—————. AFTERNOON 


pnoor OF L055 lf 
bet P 


f of Loss Receiv 


If you are interested in Christmas carols, send 


Realizing the importance of immediate settle- dig 

z or copy of our 
ment to the policy-holder, CENTRAL has Chri o_o 
always given special attention to prompt as ristmas fol DOO 
well as fair adjustment of losses. Almost a 
without exception, CENTRAL checks are 


mailed the same day proof of loss is received. 


CENTRAL policies meet every demand of the 
careful buyer of insurance—protection of the 
highest quality, unquestioned financial 
strength, and a dividend (30% for the last 
eight years) representing a substantial saving 
in insurance cost. Why not talk over your 
insurance needs with CENTRAL agents? 


Write on your letterhead or clip this part of 
advertisement and use as coupon. 
Before you place your insurance for 1930, 
write us for further information about the 
quality of protection offered by CENTRAL 
; 2 Address 
insurance and the saving effected by 
CENTRAL’S dividends. City and State 


Name 


A Friendly 


*) [CENTRAL “™ 
Manufacturers Mutual Insurance Company 
of Van Wert, Ohio. 





FIRE, AUTOMOBILE AND TORNADO INSURANCE FOR’ SELECT RISKS 
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Lh. All im Sensible! 


Navy-blue shoes aren’t selling 
well just now, because women 
are wearing costumes in 
brown, black, green or red. 
But they'll sell in volume 
again next spring, because 
navy-blue costumes are due 
for a revival. Place your 


orders on 


GROTTO BLUE—No. 1300 
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Xmas Styles 





All Styles 
IN STOCK 














rena these wonderful styles 
nd Carriage Bootees, 


WooLskix Quatity Suppers: 


SLIPPERS 


WE SPECIALIZE IN “WOOLSKIN and SHEEPSKIN QUALITY SLIPPERS” 
for Men, Women and Children. 


for Winter Comfort, Hunters, 5? 
PROVEN SELLERS WITH PRO 








No. 1!71—Men’s Shearling Bootee, Flexible Out- 
sole; Rubber Heel; No. 271 Women’s style. 










The Steadily Increased 





1701 Richards Street 


Bootee. 


Demand f K 
that will pave the way for GREATER “SI 


No. 201 — Women’s Sheepskin 
A Proven Fall and Win- 


ter Volume Seller. 





Komforts gto their True Quali 
IPPER SALES 
Inquiry will be received ey pleasure. 


Profit Makers 






OF MERIT 





Our Complete 
Catalo 3 
Write for it 








Sportsmen 














Ne. 2103—Women’s + an Kid, Woolskin Bootee 
Also, Men’s and Children’s 


and with Prices 
UR STORE. Your 





D PROFITS FOR Y 






















Always in Style 
Always in Stock 


This shoe is built for 
the comfort, fit and 


wear man 


tifically 
port at 
print in 
Your fee 


Style No. 
Style No. 
Style No. 


The 




























HEROLD-BERTSCH SHOE CO. 


SHOE MANUFACTURERS SINCE 1892 
GRAND RAPIDS, MICHIGAN 


The Torson Arch 
have adopted for permanent foot comfort. The 
superiorit 





Style No. 9083—Brown Kid Blucher Shoe............ 


Heel Ball Size 
AAA A 7 to 12 
A Oo 6 to 12 
B D 

Cc 

E 












Shoe is the shoe 25,000 men 


of the Torson shoe lies in a scien- 
esigned last, which insures proper sup- 
every point of contact—like your foot- 
the sand. Try a pair your own size. 
t will tell you. 





900—Brown Kid Oxford.......-......++. 
901—Black Kid Oxford............+see0% 
902—Black Kid Blucher Shoe............ $4.25 


four above styles carried in stock 
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or it 


Only 


Gaytees 


offer you these advantages 


This new tweed Gaytees has a 
smart strap cuff. Net lined 
zephyr weight and fleece lined 
regular weight in women’s 
sizes. In Misses’ and Chil- 
dren’s sizes, fleece lined regu- 
lar weight only. 


1. Paris approval. Gaytees are the only line of over- 
shoes to be welcomed in Paris. This year Paris dress- 
makers included Gaytees in their collection of fall and 
winter ensembles. This approval is significant. It 
means that Paris dressmakers now look upon Gaytees 
as a logical part of their ensembles. 


2. Ready acceptance by the American Woman. 
American women follow closely the trends of Paris 
styles. What Paris decrees, she will accept. In a series 
of advertisements in leading women’s magazines we 
have told of Gaytees’ welcome in Paris. And if Paris 
accepts Gaytees, the American woman will, too. 


3. Opportunity to sell more Gaytees. In our adver- 


REG. U.S. PAT. OFF. 








The new Gaytees oxford is of 
featherweight rubber. It is so 
well designed and so trim of 
fit that it looks exactly like a 
smart shoe. Comes in three 
different combinations of 
colors. 


tising we have stressed the recommendations of the 
Paris dressmakers that the American woman match 
each of her costumes with a pair of Gaytees. 


4. Assistants for you. Besides telling the American 
woman to go to you for one or more pairs of Gaytees, 
we are prepared to help you at the point of sale. We 
have prepared window cards, counter cards, a Paris 
window display, direct mail campaigns and booklets— 
all real, live selling helps. 

The Gaytees salesman will be glad to show you the 
line and tell you how you can logically—sell more 
leather shoes; sell more Gaytees; move your stock 
early; build the prestige of your store. 


G ayte CS = the Tailored Overshoes 


MADE ONLY BY 


United States Rubber Company 
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known as fi 
the safest = 


SETON LEATHER COMPANY NEWARK, N. J. 
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ORDER NOW TO INSURE DELIVERY 
ON NEW-SEASON STOCKS OF 


Vill 
I~ * AL 


* TRADE MARK 


Before you know it the Deauville Sandal season will be upon you. 
Already the rush of ordering is on full force. Many of the espe- 
cially popular styles are fast selling out. 

Don’t lose out on sales through inadequate stocks. Check up on 
the styles and sizes that mean sales and profits to you and order 
NOW! Prompt delivery assured on early orders. 

Remember when stocking woven leather footwear—there is only 
one line trademarked “Deauville Sandals”. This name is on the 


sole of every pair of genuine Deauville Sandals. 


SU. SLIPPER CO. 


129 DUANE STREET «+ « - NEW YORK CITY 
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New Designs and Colors 
Bring Quicker Gro-Corp Tarnover! 


HE GRo-CORD for all ages, sports and 
line of non-skid ea | ipa . professions. Thelineis 
soles and heels in- 7 complete. Fibre cords 
cludes several popu- on end bring the wear 
lar, new numbers. against the grain. The 
The “Kicker-Toe” is worst abuse has little 











especially designed for effect on GRO-CORDS. 
boys who scuff the = = They are water-proof, 
toes off their shoes et a comfortable, stylish, 


and above all positive- 
Illustration shows the ly non - skid. Many in- 
balloon tire cords that are rial } : 
fused on end in our GRO- dust firms insist 
CORD Soles and Heels. employees wear 
the GRO-CORD Notice how cordsaredeep- | shoes with GRO-CORD 
mains rs ly embedded in sole. . 
Kicker-Toe” saves ' Soles to reduce acci- 


them money. dents from slipping. 
The Ladies’ Sunbeam sole has a white face GRO-CORDS Build Repeat Business 


and black or nude body with a brilliantly- Excellent service given by GRO-CORD Soles 
colored sunburst center. It is highly popular as and Heels makes regular customers. Anyone 
a golf and general sport sole. The Sunbeam is once wearing this non-skid sole is never satis- 
the latest in color combinations. fied with a substitute. The first sale is just the 

A Complete Line beginning. GRO-CORDs bring you big profits. 
There is a non-skid GRO-CORD Sole and Heel Ask your manufacturer about them. 


before the uppers are 
barely worn. Parents 
everywhere are de- 
lighted with the way 



































































The Kicker Toe 
Arrow points to unusual 
construction to withstand 
severe abuse. Roughest 
play has little effect on this 
sole. It wears longer. Par- 
ents want it for the boys. 





The 
Ladies’ Sunbeam 
The white face is most 
attractiveand an edgethat 
harmonizes with any up- 
perbuiltintotheshoe.Pop- 
ular because it is an un- 
usually attractive design. 

















y 
y 





»)) 
\ 





NON-SKID 


SOLES and HEELS 


“Cord tire wearin every pair” 


LIMA CORD SOLE and HEEL CO. « Dept. 11-4 LIMA, OHIO 
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# « Without Harden- 
ing or Cracking 








Putting the youngsters’ wet 
shoes under a warm radia- 
tor does them no harm—if 
they are made of KEPNER 
ELK. The shoes come 
through as soft and pliable 
as ever—and what’s more, 
unfaded in color. Mothers 
can’t help liking this very 
important feature of KEP- 
NER ELK, and remember- 
ing to ask for it again when 
a new pair is needed. 























The same thing applies to 
KEPNER ELK SPORT 
SHOES and their wearers. 











Naturally — KEPNER ELK 
soon shows the retailer how 
definitely it helps to make 
sales repeat. 





C. D. KEPNER LEATHER CO. 


The friendly house of Boston 
137-139 SOUTH STREET 


KEPNER ‘orcmtonces sees ELK 
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Tue Oval eyelet is ideally suited for the 
sturdy appearing Scotch-grain winter- 
weight oxford . . . Diamond Brand 
Visible Fast Color Eyelets are used 
by manufacturers because of their 
appearance, convenience, and 
durability. They denote extra 
value and give the shoe an 
added touch of smartness 
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Making Sure 
They'll Come Back 
For Their Next 





New I.T.S. Heavy Duty. 
Greater traction and cushion. 
Wears down slowly, evenly and 
level. 
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Pair of Shoes 





New 1.T.S. Thin Lift. 
With or without fiber 
backing moulded to 
attaching face. Both 
prevent heel coverings 
from pushing out. 


‘Las servicing of the shoes you sell has quite 


as important an influence on resales as the original 
transaction. Whether servicing is done at your 
establishment or at a contract shop, the thing that 
interests you vitally is the quality of the materials 
used. I. T. S. Super-Quality Rubber Heels are the 
kind that keep your most critical customers happy. 


More and more shoe stores are insisting that 
their repair men use I. T. S. Super-Quality for their re-heel jobs. 


For women’s wood heels they specify the new I. T. S. Thin 
French Lift with unperforated fiber backing moulded to the 
attaching face—a lift that positively prevents heel coverings from 
pushing out, and makes a neater, tighter-fitting job. 


For men they insist on the new I. T. S. Heavy Duty, the rubber 
heel with the extra tread at the point of greatest wear—the heel 
that gives greater traction and cushion; that gives even, level wear 
throughout its long life. 


Instruct your repair man on re-heel jobs. Tell him I. T. S. 
Super-Quality—and be insistent about it. 


THE I. T. S. COMPANY 
Elyria, Ohio 


Is uper-Quality 
») RUBBER HEELS 


81 











W hat’s ina Price? 


OPEKA, KAN.—There are four 

retail prices in the Warren M. 
Crosby Co. shoe department, $6.50, 
$7.50, $8.50 and $10.50. Price experi- 
menting on the part of Warren F., 
Crandall, the shoe buyer, proved that 
the 50 cent endings in the prices made 
it much easier for the boys to sell the 
various 50 cent findings. It is believed 
to be possible to do ten times the find- 
ings business if the shoe prices are 
based on the 50 cent endings rather 
than on the even dollar. 

City-wide Dollar Days, with a dollar 
off on the price of a pair of shoes, ap- 
pears to have lost its punch in Topeka. 
The following, however, pulled exceed- 
ingly well at the last Dollar Day, held 
the latter part of August. Ali summer 
merchandise, sandals, light colors and 
the like, were put out at two prices, $4 
and $5. An offer of the second pair 
for two dollars more moved out the 
entire lot. 

* * * 


Some Clever Ad Ideas 


ANSAS CITY, MO.—Some of the 
things that V. H. White is doing 
to put his Florsheim store on the map: 
A world of men have taken up bow!l- 
ing this fall; some four thousand are 
patronizing the alleys each week. A 
prize of a pair of Florsheims to the 
men who make the best high three and 
to the one who bowls the best thirty 
during the season is proving to be a 
good publicity stunt. Most of the men 
smoke, so all alleys are furnished with 
matches. Matches are also passed out 
at the big ball games. 

Cigarette lighter fillers bearing the 
store’s name are around in many drug 
stores, good recreation parlors and 
cigar stores. The filler cans are fur- 
nished free for the first one, but a 


SLIPPERS 


EN per cent of all the sales 

in H. C. Vollrath’s shoe 
department, Kansas City, Mo., 
are in slippers. The display 
arrangement has a great deal 
to do with this good showing. 
The shoe department in this 
store 1s L shaped, with the long 
side of the angle taking in the 
entire rear wall. Fixtures run 
to the ceiling. These have 
double decked display win- 
dows. 

By keeping slippers in the 
shorter side of the display fix- 
tures at all times, and a couple 
of display tables of slippers, 
the woman who enters the de- 
partment cannot help but think 
slippers. Then, when the sales- 
man shows her slippers, as he 
always does, the selling is com- 
paratively easy. More definite 
results come from slipper ad- 
vertising, espectally at vacation 
time, than from any other item. 
Buying white crepe mules and 
dyeing them to match the house 
pajamas or negligees is an 
added service here. 











charge of 35 cents is made for ead 
subsequent can. 

When the factory has a page ad i 
the Saturday Evening Post, all the goo! 
downtown barber shops and docton 
offices are supplied with a copy. On th 
front page is printed, “See page 165 
The corners of the preceding paves ar 
cut away so as to make the (indir 
easy. A sticker under the ad give 
the store address. 


* * * 


Service for Little Folks 


ANSAS CITY, MO. — Ouite: 

little business is being built up by 
the F. E. Foster & Co. shoe stor 
through helping children to have better 
feet. Shoes are specially altered to sui 
the individual needs. Sometimes it i 
a case of a wedge or a strengthening o/ 
the ankle support, or both. In all case: 
a complete card record is made, which 
is cross indexed as to parent's nam 
and date of child’s birthday. 

Three weeks after a correction hx 
been made in a shoe, a short friendly 
note is sent to the parent, in which itis 
suggested that the child return, so that 
the progress of the case may be noted 
In this way the people are )rougtt 
back to the store. In quite a few it- 
stances it has meant that another pait 
of shoes have been purchased. \Vhen 
is thoroughly explained just why a cor- 
rection is necessary, says \lanage’ 
Harry A. Dixon, very little r 
is made by the parent. Birthday 
are sent to the youthful patrons 
this is a slight gesture, it is very wel 
received. 

i a 


Simplified Stock System 


OS ANGELES, CAL.—‘ he sit 
plified method of designating 
stock numbers as used by the Inne 
stores is well worth being considerel 
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y merchants everywhere. No num- 
er over 99 is used, which in itself is 

big recommendation. A series of 
etters is used in conjunction with the 
hgures, as a big store selling hundreds 
»f thousands of pairs of shoes yearly 
wst have many different stock num- 


A listing of the women’s numbers 
Jl serve to show the workings of the 

A, designates all high heeled 
traps; C, refers to low heel straps; 
, high heel pumps ; D, low 
eel pumps; F, high heel 


without much argument or urging. 

In front of each stock section end 
is a slanting raised platform a few 
inches from the floor. These are cov- 
ered with imitation leather and are 
made at a very low cost by an indus- 
trious colored porter. A pair of slip- 
pers is placed on each platform. At 
least three pairs of slippers are sold 
daily on account of their being dis- 
played so prominently. 

A letter that has produced results 


tion down pat, Mr. Gailor finds, he 
can sell lots more merchandise than if 
he is only partly primed. A customer 
instantly senses lack of style knowledge 
on the part of the one serving her. 
When that happens, all is lost. 


* * * 


Personal Interest Counts 


ANSAS CITY, MO.—“It is too 
easy to let the business go on and 
not pound hard on the regular cus- 
tomers. Personal letters fol- 
lowed up by good service by 





xforis; G, low heel ox- 
- E, all evening slip- 


dividing line on 

heel heights as to high and 

15/8. J means 

and below and K 
means 8/8 and below. 


Nov. 28, 1928. 


Thank You! Tou Sav onoun snous By Prone on mai. 


boys in the store brings in 
a steady flow of satisfied 
customers. The personal 
interest that a good letter 
will arouse will do more to 
make a person feel kindly 
toward the store than any 
other kind of advertising,” 





By adding the leather 


is the belief of R. N. Stark- 





description, it is possible to 


weather of the Dr. A. Reed 





the stock numbers 


Cushion Shoe Co. 





down to the prescribed 99. 





When a shoe is bought sev- 


WIDTH 


AMOUNT 


Here is a new one about 
selling shoe trees. Sell them 





eral different ways, it will 











on a sixty days’ trial. If 





carry the same stock num- 
ber all the way through. 





EMARKS: 


not satisfied at the end of 





sixty days, let the customer 











Different shoes will be des- 
ignated by the material 
which is stamped on the 
box. ‘The shoes are racked 
in materials and in nu- 
merical order, so the find- 
ing of any shoe is an easy 
task by. any salesperson 
whether old or new. This 
mode of marking also 
makes it very easy for all 
concerned to remember the 
stock, 


only 


day. 
ness 


feel 
* * * 


Spats Without 
Warning 


ICHITA, KAN— 
This is about spats, 
trees, slippers and shoes as 





Dear Sir: 


: The card reproduced above is a detail of our service 
which began when you entered our store and is complete 


when you are satisfied. 


This record is a permanent one and enables you to 
order your shoes by phone or mail--and be certain you 
are getting the correct size. 


Johnston & Murphy Shoes are worn for all occasions 
giving you the same comfort no matter what the hour of 
We suggest you order an additional pair for busi- 


» Street or evening wear. 


Your 
sure 


--even the prices are comfortable. 
Very truly yours, 
WOOLF BROTHERS 
By. 





ood will means a great deal to us because we 
f you are well pleased you will tell your 

friends about the smart styles and foot friendliness of 
Johnston & Murphy Shoes. 


bring them back and get a 
refund. Since this was 
started two years ago by 
this Doctor Reed store only 
two pairs have been re- 
turned. A store does not 
stand much chance to lose 
on a proposition of this 
sort, as there is no way of 
damaging a tree through 
ordinary usage. A pair of 
worn shoes in the window, 
with a tree in one and these 
two signs, make many sales 
from the street: “Keep 
them this way with trees,” 
and “Without trees, they 
look like this.” 

The store’s slogan of 
“We put the EE’s in feet,” 








told by Jack Tate of Woolf 

Brothers. Spats are never 

suggested here. Just button a pair on 
alikely subject, and have him look into 
the mirror. Don’t even warn him of 
your intentions. Spats do not look so 
good on the hand, especially to a man 
who has never worn them, but on the 
feet they look neat and dressy. A 
$10.00 shoe, plus a $5.00 pair of spats, 
not only makes a $15.00 sale but a 
pleased customer. 

Six out of ten customers are sold 
shoe trees just through putting a pair 
of trees in the old shoes. A customer 
in this case has to go to a little trouble 
in order to say that he does not want 
them. After he has seen how well the 
trees shape up the old shoes, he is 
usually convinced of their desirability 
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for this store is reproduced herewith. 
* * * 


Styled Right and Served 
Right 


ENVER, COLO.—“Shoe _ busi- 
ness is a cinch,” says C. S. 
Gailor of The May Co. “All a buyer 
has to do is to see that his merchan- 
dise is style-right and his salesforce 
is service right.” He finds that daily 
morning department meetings, at 
which time everything pertaining to 
style is discussed, are of vital impor- 
tance in keeping the selling organiza- 
tion one jump ahead of the customers 
in correct style knowledge. 
If a shoe fitter has his style informa- 


83 


not only gets a smile but 


is remembered. 
* * * 


Follow-up Uncovered 
Valuable Facts 


ENVER, COLO.—Here is a new 

one that R. A. Wilson of the 
Florsheim store pulled off. In going 
through the files, several names were 
found of nearby business men, who 
had bought shoes in the past but who 
had not repeated recently. Wilson made 
a personal call on these men in a 
friendly way to see just what the 
trouble was. 

Mr. Wilson found out lots of things. 
Among them was the ease with which 
an interview of this sort could be had, 
if the interviewer was not too serious. 











Buy w 


variant nn Na a wll 


IMPORTED ENGLISH MADE 
LEATHER BOUND BROADCLOTH SPATS 
Four Hole Buttons 


Carried in stock in the following 
colors: 


Light Gray, Medium Gray, 
Light Fawn, Medium Fawn. 
SIZES 6 TO 12 


$2.25 PER PAIR 


IMMEDIATE DELIVERY 


Also domestic Spats in stock 
from $1.00 per pair up. 


BLOG SHOE COMPANY, Inc. 


147 DUANE STREET 





OXFORDS FOR SPORTS WEAR 


New Important Woven Leather of Suede and Kid 
Combination in Brown and Black—High Grade Turns 


IN STOCK AA-C 


No. 6078—Black suede and kid woven 
leather vamp and quarter with black 
calf tip saddle and foxing. 15/8 Ouban 
heel turn 


No. 6078—Brown suede and kid 
woven leather vamp and quarter 
with brown kid tip saddle and 
foxing. 15/8 Cuban heel turn, 

$5.00 


SUANE ST 
eae NEORRANS hase 


THe NEW 


“Wholesalers Must 
and Financial A dvr 


a wholesale shoe business. 


William | evey 


inite 
wholesale 


novelty shoes. 0: 








062—Pat. leaher gypsy oxford—lizard 

trim—20/8 full breasted heel—same 
ming—20/8 full breasted heel—same baby, Louis and Cuban heels. Also 
baby, Louis and Cuban heels. operas and one-eyelet Theos. 


Get Aboard With These Two Winners 


LEVEY BROTHERS SHOE CO. 


145 DUANE STREET 


059—Pat. leather 1 strap—lizard trim- 


Latest Swagger Boot 
Goodyear Welt 


Patent Leather, Black Calt 
Top; Brown Calf, Brown 
\ Suede Top 


No 2 Misse wv. 
"83.65 Pind 8, 8% to 


CONCORD SHOE CO., Inc. 


116 DUANE STREET NEW YORK CITY 


_ ' to 2 





Smart Patterns for 
Immediate Selling 


Side Buckle Center Buckle 
Patent, Black Calf Trim Patent, Black Calf Underlay 
y coe. No. S12 Som = 
b 07 —Jun No. 813—Jun 
Black Suede Patent Trim Black Galt.” 

. 806—Spik No. 814—Spike. 
‘ No. 815—Junior. 


J. WEISS SHOE CO. 


DUANE STREET NEW YORK CITY 


‘Patent Underlay 





Price $2.25 





For “DOLLAR GIFT” SALES 
This Imitation Alligator Slipper 


Attractive gift merchandise for repeat sales. Keep 
your stocks complete in saleable sizes and colors. In 
tan, brown, green, blue, red, gray and wine shades. 
Feature it with lounging robes—at aisle sale tables. 
Ready for immediate shipment. Write today. 


GOLO SLIPPER COMPANY 
129 Duane Street New York 
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T 132 West Broadway, in a small loft « deci 
ago, two earnest and ambitious young mei star 
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brothers with; 
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Says THEO. G. LEVEY Conceded to be the best fitting 
a ee . — and A, s — pump in popular 
lea this platform of service va Levey Brothers . <i ican ws sence 
tare = was organized, and prospered. oan? Steak tes ont ere 
The crowth of the business was consistent and sub- terial! PRICES ON REQUEST SS os 
i. alm stantial. The Levey brothers were building on a firm ee ‘Du eneugh co expe, Efe goad ensugh to Suyl 
vey foundation. uane_Shoe (ompany, 
th ; In 1923 Levey Bros. purchased a five-story building 143 DUANE STREET 
bac ot 145 Duane Street, which is their present head- 
eH quarters. This entire building is devoted to the mer- 
dei] chandising of Levey Bros. shoes, and to the further- 
or iM ance of their policy of catering to and anticipating the 
- needs of shoe merchants. 
me According to Mv. Theodore G. Levey, the independ- 
mer 


ent shoe merchant is a permanent factor in the machin- 





~ ery of distribution of shoes. ‘This being true,” says 
and a J ° a 
; Mr. Levey, “the wholesaler of shoes is also a perma No. 1811—eatent Leather vamp, Black Ne. 1802—Brown Suede Oxford, Brown 
VU ¢ : t , et. <id Trim. n Black Suede, Paten 
nent factor, for independent merchants must have Patent Leather Side Strip, Theo Tie. Leather ‘Trim. All over Patent Leather. 
1en : . Also in Black Velvet vamp, Gunmetal High and Cuban Heels on each. Black 
j wholesalers to serve them with in-stock styles and mer- Patent Leather quarter and heel, Black Velvet, Gunmetal Patent Trim. Green 
Or singe ‘ m — a =e — seete, oe. = pak Suede, 
ed . uede vamp art Blue m rown elve' ronze 
chandising and financial advice. heel, Bronze Kid Sid Side Strip. oeligh and Kid Trim. Burgundy Suede, Burgundy 
Baby Spanish Heels on each. Kid Trim. High Heels only. 
BLEECKER SHOE CO., Inc. 138-140 Duane Street 








THANKSGIVING 


ANOTHER ASSURED SUCCESS! 







A DECIDEDLY NEW OX- 
FORD, MOST ATTRACTIVE 
IN STYLE 








IN BLACK AND BROWN SUEDE 
5348 . wk Suede, Patent Trim 22/8 Spike 
feel 


MAY WE EXPRESS OUR GRATITUDE AND 
THANKS TO OUR CUSTOMERS FOR THEIR 
KIND COOPERATION AND FOR THEIR 
RECOGNITION OF FRIEDMAN QUALITY. 


5349 Black Suede, Patent Trim 15/8 Cuban 
5350 Brown Suede, Brown Kid Trim 22/8 
Spike Heel Se 
5351 Brown Suede, Brown Kid Trim 15/8 i $3.00 
. 


Cuban Heel 



















3 IMMEDIATE 
LIVERY ~ 
7 B. FRIEDMAN SHOE CO., Inc. 
159 DUANE STREET NEW YORK 109 Reade Strezt Established 1880 
Another hot number to retail at $2.95 
NEW VALUES The Clara Bow Pump 
New Lasts New Patterns Buy this number and feature it in your window displays 


to stimulate November selling. An exceptional attractive 
high tongue novelty step-in number 
featured in patent leather, black 
satin, black suede and brown suede 
with either 2178 full breasted spike 


“SNUG ARCH” heel or 14/8 cuban heel. 


SIZES 3/9 WIDTHS C TO EEE 7 . 
GOODYEAR WELTS BLACK KID Sold enly in 18 and 36 pair lots. 
PRICE $2.85 BROWN KID 
STOUTS $2.95 PATENT % a 
CUT-OUT OXFORDS AND SANDALS — 
SAMPLES SENT PREPAID DRYZER & ROSENBERG, Inc. 
131 D Street “Sh der Market Prices” 
122 DUANE POWELL & CAMPBELL cp 1879 asuaiae ne poe Order Houses, gussne ae ot pwn rennndl 
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Styles Committee for the coming National Shoe Retailers Association convention in St. Louis. 
Top row, left to right: Fred Maxted, Harold H. Underhill, Al. J. Pauly, Charles Huette. 


Bottom row: Marcus Rice, C. E. 


McCain is also a member of the committee. 


HHiegH Court or BEAUTY 


Choosing the Jairest to Show Footwear Fashions 
Is Agreeable Task of This Group 


parade before the judges. 


Williams, A. E. Ebbs, Max Weiss, P. A. Eblis. M. M. 


They appeared in groups of 


and pulchritude, defied the dictates of Paris and ten. The nine judges, all prominent shoe men in the 


Pe: hundred girls, a youthful bevy of beauty 


Dame Fashion and appeared in the shortest of 
short skirts to display that which the 1930 Convention 


Styles Committee of the 
National Shoe Retailers 
Association had come to 
pass upon, a lithe figure, 
lovely limb, and, most im- 
portant, a proportionate 
foot size. 

From the group, after 
the elimination trials, the 
committee will decide upon 
fifty of the fairest. These 
will grace the runway of 
the National* Pageant of 
Footwear Fashions held in 
St. Louis during the Con- 
vention next Jan. 6 to 9. 

The problem of choos- 
ing those who possess as 
nearly as possible all of 
the required qualifications 
for a perfect model is a 
difficult one. In the choice 
the committee attempted 
to select as many types of 
beauty as possible. There 
were brunettes, blondes, 
with here and there a flash 
of the Latin type in the 


Three of Missouri's fair daughters, to appear in 
St. is show 


retail field, checked individually their choice. Later, 
when comparing the charts, the selections were nearly 


unanimous. 

In conference, before the 
judging started, all agreed 
the range of sizes would be 
from 4B to 6B, and this 
rule was adhered to. It 
proved beneficial, as many 
tall girls of striking appear- 
ance met with approval, al- 
though wearing a 5B shioe. 

In addition to the girls 
who will qualify for the 
footwear revue, a_ great 
many will be retained {for 
sample rooms where tlie 
will model footwear for 
manufacturers. For this 
purpose models with 45 
feet were especially favored 

The ‘committee belicves 
within two weeks they will 
have selected the final ‘ifty 
who will appear in the 
revue. They will be placed 
in charge of Major | vy. 
style show director, who 
will train the girls in ¢rac 
and poise. 
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The Ticker is 1 Hour and 50 Minutes Late 


f om 


i} LG 
ea 


This means a BULLISH MARKET for our 
SUNNYGIRLS 


Registered U. S. Pat. Office 


If you give a thought to your Spring figures you must 
order these braided McKay Sandals now before our entire 
production will be sold out. 


For complete details of our line see 
Page 91, Nov. 2 issue, Boot and Shoe 
Recorder. 


KE e, E ty 
SOS Siw ae Ao NSE 
Ws VA oA \ ws a 
Sey 
Way 





cco LOEWENDAHL SHOE CO., Inc. 
101 West 31st Street New York 
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PROTECTION 





Celastic Box Toes possess a sturdiness 


that gives adequate protection to the 
toes of the wearer and preserves the 
original toe style of the shoe through 
long, hard wear. . . Yet, there is no 
feeling of stiffness or discomfort, for 
Celastic possesses a flexibility that pre- 
vents pinching, as well as a durability 
that prevents sagging. Celastic —The 
Quality Box Toe, keeps the toe look- 
ing young even when the shoe 


has become old. 


United Shoe Machinery Corporation 


Boston, Massachusetts 


THE QUALITY 
BOX TOE 


U/C 
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AULT-WILLIAMSON 


@ 


LT-WILLIAMSON 


AU 


AULT-WILLIAMSON 


AULT-WILLIAMSON 





®AULT-WILLIAMSON@AULT-WILLIAMSON@®AULT-WILLIAMSON® 





The Modern 


PROPHYLACTIC SHOE 


THE 
MODERN 


props tylactic 


AULT-WILLIAMSON 


& 


PAT. OFF. 


STEEL ARCH oe oO 
SUPPORT 
No. 156-1—Patent One Strap, Black Lizard 


ae mies heel. In stock — The Only Arch ” supporting Turns 
No. 156-3—Spanish Brown Kid One Strap, 


Brown Lizard Overlay, 14/8 wood heel. with Cottage Shank Construction 


In stock Auburn, A, B, C, D 


Here’s an idea you can use to sell more shoes. 
Feature the cottage shank of these turns in 


AULT-WILLIAMSON 


your counter and window displays. Tell your 

clerks to point it out to customers. It’s some- 

thing tangible—something every woman can 

see, understand and appreciate. It gives her 

the chance to enjoy turn shoe lightness, dainti- 

ness and flexibility with welt-like strength, 
No. 481—Black Kid Three Eyelet Blucher 


Tie, 14/8 heel, In stock Auburn, A, B, | firmness and support for heel and arch. 
©, D, Bu ccccccccccccccscsevccscces $3.85 


No. 481-17—Prado Brown Kid Three Fye- | (Combined with fine materials, attractive style, 
let Blucher Tie, 14/8 heel. In stock ” 


oma, & BS, . 100% Coordinated Lasts and Patterns and 


No. 381—Same style as 481, slightly broader . ’ . 
toc. In stock St. Louis, AA, A,B, this company’s reputation for turn shoemak- 
Ce WD 060 40000006000066666600008 $3.85 - ‘ " 
No. 381-17—Same as 481-17 with slightly ing and dealer-service, these shoes rank high 


broader toe. In stock St. Louis, A, B, 


NOSWVITTIIM-LIAV ® NOSWVITTIA“-LIAV @ NOSWVITTIA-“LIAYV 


Zz 
i) 
n 
= 
- 
- 
2 
& 
- 
~- 
<4 


in merchandising and money-making values. 


eS 


Rapid In-stock Service. 
Send for latest style folder. 


| AULT-WILLIAMSON 
; SHOE COMPANY 


TURN SHOE SPECIALISTS 


Manufacturers of Constant Comfort and the Modern Prophylactic Shoes 


= 

- 

» BOSTON, MASS. AUBURN, ME. ST. LOUIS, MO. 
< (Sales Office) (Factory and In-Stock Dept.) (In-Stock Dept.) 
> 











® NOSWVITTIA-LTIAV @ 


AULT-WILLIAMSON@AULT-WILLIAMSON@®AULT-WILLIAMSON 
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Crowd Coming 


To draw to your windows and doors a larger 
proportion of the passing street throng use a 
Flexlume electric. Because of clear legibility by 
day and striking brilliance by night—continuous 
appeal—it will make the public remember who 
and where you are and what you sell. 


Individuality of design, permanence of beauty 
and lower costs are rightfully expected of Flex- 
lumes, which are designed and made in the 
world’s largest factories devoted exclusively to 
electrical advertising. You may choose from— 


NEON TUBE 
‘RAISED GLASS LETTER 
EXPOSED LAMP 
or COMBINATIONS OF 
THESE ILLUMINATIONS 
Color sketch, price and delivery quotations gladly 
submitted, without cost or obligation . . . by our trained 
experts, located in offices in the chief cities of the 


U. S. and Canada. Write FLextuMe Corporation, 
2003 Military Road, Buffalo, N. Y. 





Factories at Buffalo, N. Y. and 
Toronto, Can. 


nia 
FLEXLUME 


ELECTRIC DISPLAYS 





SALES AND SERVICE OFFICES IN CHIEF CITIES OF U. S. AND CANADA 








DAYTIME 
Slipper 


A-B-C widths 
2% to 9 


In Stock $3-0 


TERMS: 5% 30 DAYS 


BLACK KID BLUE KID 
PATENT LEATHER RED KID 


ADE of the finest quality mate- 

rials, lined with genuine gray o: 

champagne kid, hand lasted, ful! 

breasted, Spanish heel, steel shank, gen- 

uine leather counter, sole of first quality 

(8 iron) leather. Order a sample pair 
today. 


Also Carried in Stock 


With Satin Lining and Cuban Heel, A and < 
widths, at $2.65. 


SACHS & VIGORITH, Inc. 


Makers of hand turned footwear 
1401 Central 
CINCINNATI, 


Parkway 
OHIO 
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HE annual warrant for the conven- 

tion of the National Shoe Travel- 
ers’ Association has been posted either 
to the presidents or secretaries of all 
affiliated associations. The warrant 
carries the signatures of Frank J. 
Larkin, national president, and of 
Thomas A. Delany, national secretary, 
and reads as follows: 

“You are hereby required to notify 
the members of your association quali- 
fed to vote in the elections of the 
National Shoe Travelers’ Association, 
that the 19th annual meeting of said 
association will be held in the New 
Jefferson Hotel, St. Louis, Mo., Jan. 3 
and 4, 1930, then and there to act on 
the following articles, to wit: 

“1, To hear and act upon the reports 
of all officers—standing and special 
committees. 

“2. To act on all unfinished business. 

“3. To act on all new business. 

“4, To hear and act upon all other 
business as may be properly and legal- 
ly presented before the convention. 

“5. To nominate and elect the fol- 
lowing officers: a president, a vice- 
president, a secretary, a treasurer, and 
a board of governors. 

“6. To choose a time and place for 
the holding of the annual meeting to 
be held in the year 1931. 

“7, And you are directed to serve 
this warrant by posting, mailing, or 
reading attested copies thereof in your 
places of meeting or time of meeting 
‘in your city ten (10) days at least 
before the days of said meeting.” 

Plans for the national convention are 
developing favorably and all indica- 
tions point to a most successful gather- 
ing in St. Louis. 










































E. OSTER, brother of D. D. Oster 
* and likewise a salesman for the 
W. B. Coon Co., recently met with a se- 
rious automobile accident. He was ap- 
proaching Detroit in his car, returning 
from a selling trip, when he was 
jammed by a careless driver of a heavy, 
ancient appearing auto, completely up- 
setting his car and throwing Mr. Oster 
to the pavement. Fortunately, Ed es- 
caped with only painful bruises, no 
bones being broken. 




















E Elias-Katz Shoe Factories, Inc., 

are covering Arizona and Northern 
California through their representa- 
tive, Fred M. Anderson. The head- 
quarters of this firm are in Los An- 
geles, Mr. Anderson reports such good 
results in Arizona that the firm is to 
appoint a special Arizona representa- 
tive, permitting Anderson to devote 
his entire time to the Northern Cali- 
fornia territory. 
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Suede Being Ordered 
For January Delivery 


Cincinnati, Ohio. — Retail 
merchants are ordering suede 
for immediate delivery and 
suede for January delivery, so 
evidently lots of suede will be 
sold at retail between now and 
warm weather. In-stock de- 
partments are doing a pretty 
good business right now on liz- 
ard and snake. Merchants ap- 
parently bought rather spar- 
ingly of this material early and 
a fairly good retail demand is 
causing rush orders to be sent 
to manufacturers as well as 
jobbing houses. 

A small factory here has been 
busy for some time on house 
slipper orders for November 
and December delivery, and it 
is reported that officials intend 
to keep the factory going 
twelve hours a day through 
November in order to take care 
of the influx of orders for this 
type of footwear. 
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RTHUR McDONALD, who has 

covered the Pacific Coast territory 
for C. V. Watson Co. for past four 
years, severed his connections to take 
on The Paramount Shoe Mfg. Co., St. 
Louis, Mo., covering the same coast ter- 
ritory. 





(002 results in public response is 

reported following the recent ef- 
forts of Roy Fleming, west coast rep- 
resentative of Flexridge Shoes, in stag- 
ing special displays with living models. 
“Flexridge Week,” as the event is 
called, has gone over big at several of 
the large stores of this district. 
Huston’s, in Berkeley, reported especi- 
ally gratifying sales during the fol- 
lowing “Flexridge Week.” 





RANK J. DEVINE, who formerly 

traveled for McElroy-Sloan Shoe 
Co., and more recently for the Crad- 
dock-Terry Company, died Tuesday, 
Nov. 5, at Peoria, Ill. He contracted 
a cold while on the road, later develop- 
ing pneumonia from which he died. 

He was buried in St. Charles, Mo., on 
Nov. 8, where he was born 45 years 
ago. He is survived by his widow, Mrs. 
Florence J. Devine, two sons, Frank J. 
and Saunders, and a daughter, Miss 
Mary J. Devine. 
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LTHOUGH still far in advance of 
the event, plans have practically 
been completed for the annual Indiana 
Shoe Buyers’ Convention, to be held 
under the auspices of the Indiana Shoe 
Travelers’ Association in the Claypool 
Hotel, Indianapolis, Feb. 17, 18 and 19. 
Features of the convention include free 
lunch each day, an elaborate style show 
on one evening, entertainment for the 
men in the shape of prize fights on an- 
other, and a grand ball on the closin 

evening. Guests at the convention wil 
be retail merchants, and the committee 
in charge of the convention urges that 
every member cooperate in showing 
them all the hospitality it lies in their 
power to extend. It is further pointed 
out that this convention allows only 
seven weeks for the delivery of Easter 
footwear—Easter Sunday falling on 
April 20. 

The November business meeting of 
the association was held Nov. 9 in the 
clubroom in the Claypool Hotel, being 
called to order at 10.30 in the morning. 
In the evening there was a dinner and 
card party for members and their 
women folk. The affair was arranged 
by the entertainment committee, com- 
posed of H. Gerrish and Max Rose. It 
was well attended and there was great 
enthusiasm for the plans that are be- 
ing developed. 





E. HART, who for a number of 
¢ tary-treasurer of the Iowa Shoe 
Travelers’ Association, is arranging the 
details of an important meeting to be 
held in Des Moines, Saturday, Dec. 21. 
This is to be in the nature of a get- 
together to discuss the convention of 
the National Shoe Travelers’ Associa- 
tion, which will be held early in Janu- 
ary in St. Louis. Delegates to the con- 
vention will be elected at this meeting, 
which will be preceded by a luncheon 
to be furnished to all who attend the 
meeting through the courtesy of B. C. 
Northington, manager of the Hotel Fort 
in Des Moines. It is expected that 
many members of the Iowa association 
will attend the national convention. 





WO new salesmen are carrying the 

E. P. Reed & Co. line this fall, Lee 
A. Schneider and Robert Trestman. 
The latter is covering the territory for- 
merly made by Frank Klofath. Mr. 
Schneider will cover a part of Western 
Pennsylvania and most of the cities in 
Ohio. He is a graduate of Duquesne 
University, Pittsburgh, and had a three 
years’ shoe store training. Later and 
for four years he sold shoes for a 
wholesale house, Newell & Schneider 
Co., of Pittsburgh, for whom he made 
the same territory he will now invade 
with the Reed line. 
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ALPH A. BUNKER, until recently, Stanley Arnold to Manage | ALL of the traveling salesmen of the 
of the Abbott Company, of Yar- < 44 Selby Shoe Co. attended the semi- 
mouth, Me., has joined the sales staff Footwear Guild annual sales conference held at the 
of Heywood Boot & Shoe Co., Worces- Boston—At their main office of the company Oct. 21 to 
ter, Mass. Mr. Bunker will visit cus- | ).40<¢ meeting the 24. The conference was directed by L. 
tomers in parts of the New England eanh of + a Pl M. Doty, sales manager and other com- 


ates and New York State. ‘ ; | pany executives. 
—_ aot Ges te The salesmen left immediately after 
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66 AVE” OSTER, veteran salesman 

of W. B. Coon Co.’s shoes, dropped 
into the factory at Rochester one day 
last week. He says that sales of Coon 
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: TICTOR ZORN, salesman for the ich ‘Tae _ Be Stanley Arnold shoes this fall are ahead of the sales a 
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|) Wednesday morning in Buffalo to Miss | sociation, he was distribution manager | S° d peel iy —— ee ree + 
™ Mary A. Lutz. A reception was held | of the Regal Shoe Company, and his | . w gen peps one up to get such 
© at the Statler hotel and was attended | previous business experience included | ®°°¢ "&WS- 


by several of the executives of the com- | store managership work for M. N. Ar- - RE 
pany as well as friends and relatives. | nold Shoe Company and positions with ORE 
the Old Colony Trust Company and 


slippers,” says W. A. 

Shrigley, of the sales staff of 
lL. MELODY, formerly road sales- | with the First National Bank of L. B. — gous Co. of Me yr sos 
: man for Utz & Dunn Co., Roches- | Boston. Mass. t looks to me as if there 
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: Bigs . “ = - | sale of slippers for this year. ur 
} retail shoe business. He has opened a | Haverhill To Advertise figures, up to Oct. 1, show a 42 per 
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} ter, N. Y., and will feature St. Louis- At National Convention (02; from our factories, and orders ave 

made shoes principally. — ange / h HAVERHILL, Mass.—A large con- | still coming in for slippers for Christ- 
; widely —— — ester, which | tingent of shoe men will represent the | mas sales. We hear of other firms 
£ has always been his home. local industry at the St. Louis conven- | increasing their production. 
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: IM BEATTY, of C. P. Ford & Co., | Association in January. Plans are in | for this increase in slippers,” continued 
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™ of samples we have ever been permit- | facturers’ Association will head the | It may be so. But we are also gaining 
™ ted to show, and, second, because the | Haverhill contingent and will be in | on boudoir slippers, fancy D’Orsays, 
"| country is in a sound condition and | charge of the Haverhill headquarters | and the common types of slippers such 
") business in the necessaries of life is | to be established at the New Jefferson | as women wear when busy with house- 
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Here’s a Sample Room on Wheels 
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This motor sample room, with display cases, radio and all of the paraphernalia needed to sell shoes is now 
being used successfully by Dann & McCarthy salesmen in New York State 
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Light Colors in 
Shoe Materials 
for the South 


New YoRK—The retailers who cater 
to southern resort trade are preparing 
for another light colored season and are 
already showing advance footwear for 
this purpose. 

White and pastel kids are again fa- 
vored, with linen and shantung stressed 
in combination with leather. Natural 
linen, with burnt copper kid trim, tip, 
heel cover and foxing is an interesting 
combination, as is the use of this cop- 
per kid on white. 

Brown and white and black and white 
are endorsed for the sport types, and 

romise to repeat their popularity of 
ast season. White lizard also seems 


Yellow, pink, lavender and green 
shades in fabrics, employing matching 
trims of kidskin, show which way the 
wind is blowing. These advance mod- 
els are noteworthy in that the colors 
and styles which sell well for resort 
wear usually carry their popularity 
through the spring and summer months 
and indicate a fairly good forecast of 
coming trends. 

Interest still continues unabated in 
the matching bag and shoe ensemble, 
both for daytime and evening wear. 
Black or brown suede footwear is ac- 
companied by handbags using the same 
pattern in trimming. Silver brocade 
evening slippers with applique of sil- 
ver or gold kid are shown with silver 
brocade bags to match. 

An interesting pattern in a youthful 
evening shoe, recalling the pumps of 
colonial days, is the slipper with cut 
out vamp using gold and silver lacing 
from the tip of the shoe to the top, and 
shown in gold or silver kid, red, green, 
yellow or black suede with gold or sil- 
ver kid heel cover. 





Seaton Alexander Observes 
Anniversary 


WHEELING, W. Va.—Alexander & 
Company are celebrating their fortieth 
anniversary this month. This marks 
the fifty-eighth year of Seaton Alexan- 
der’s association in the retail shoe busi- 
ness. 
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He is a former president of the | | 
N.S.R.A. and a leader in the trade. | 
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Talk of Christmas Selling Plans 


~ 


Shoe Merchants of Rhode Island and Massachusetts Hold 
Meetings in Respective Cities and to Consider 
Intensive Selling 


BosToN—Try-outs of new shoes have 
been made in Providence and Boston, 
to test out the theory that the shoe 
merchant can walk down “Santa Claus 
Lane” and can fasten more articles on 
the shoe tree for December selling. 

Two meetings were held last week— 
one in Providence, presided over by 
Fred S. Fenner, of the merchants of 
Rhode Island and one in Boston, pre- 
sided over by William J. Walsh, presi- 
dent of the Massachusetts Association, 
of the merchants of Massachusetts. 

A similar program was presented at 
both conventions. Following the regu- 
lar association dinner, the evening was 
devoted to style merchandising and 
economic features affecting the sale of 
footwear. 

Mme. Hamilton Jeffries revealed the 
secret of style as a practical and profit- 
able item in merchandising more shoes 
in the next four months’ period. Her 
talk was illustrated with leathers and 
materials, fabrics and colors, and she 
gave a practical picture of profit possi- 
bilities. 

Ernest A. Burrill, chairman of the 


| 





Department Store Sales 
Gained in October 


Washington, D. C.— Depart- 
ment store sales for October 
were 3 per cent larger than in 
the corresponding month a year 
ago, according to preliminary re- 
ports made to the Federal re- 
serve system by 483 stores. In- 
creases in total sales were 
reported by 252 stores and de- 
creases by 231 stores. 

The change in sales varied 
considerably for different parts 
of the country, ranging from an 
increase of 7 per cent in the 
Boston and New York Federal 
reserve districts to a decrease of 
11 per cent in the Minneapolis 
district. 

















Plan and Scope Committee of the Na- 
tional Shoe Retailers Association, ex- 
plained how fifty-nine items might well 
be sold on a shoe store’s Christmas tree. 

Arthur D. Anderson, editor of Boor 
AND SHOE RECORDER, gave the possible 
economic consequences of the present 
financial situation. 

The meetings were largely attended 
and represented a new approach to 
the problem of increasing interest and 
attention in convention gatherings. 





Pumps Strong Sellers in 
Philadelphia 


PHILADELPHIA, Pa. (UTPS)—The 
influence of the new silhouette upon 
shoe styles has brought the pump into 
prominence as the leading seller in the 
local shoe shops. 

All the retailers are saying that it 
is the one style which carries out the 
new style costumes perfectly, and they 
are playing up the trimmed styles as 
well as the plain ones. One retailer 
said that there was no reason why 
pumps should not show just as much 
ingenuity in designing as did the 
strapped models, and he believes that 
unless they do, the shoe business will 
hit a slump. Style stagnation can 
easily set in, he said, if there is a run 
on one particular style that is too plain. 
If, for example, people all buy brown 
suede pumps, and then go into black 
patent leather pumps for the spring, 
the whole novelty business which has 
been so painstakingly built up will go 
by the board. 

Strapped models are not being lost 
sight of, of course, and there is a lot 
of activity in the promotion of ensem- 
bles in shoe and bag sets. There is also 
tremendous success in walking shoes, 
stimulated by the vogue for tweed en- 
sembles, with the built-up leather heel 
doing all the business that was pre- 
dicted for it when it appeared on sports 
shoes last summer. 

Green shoes are also being promoted, 
with dark shades most favored. 











Slippers that step right along 


BEST-EVERS for the Holiday Trade 


And a mighty good time to find out how true this is— 
is right now. 

If you want a holiday line definitely and purposely 
limited to style and popular numbers that sell readily in 
volume—send the coupon below—quickly. 


Properly priced to show a proper profit at a popular 
price. Quality—the best ever. 


Every Man Likes This Slipper 


The Best-Ever Travel Set is a sure fire number for men, 
selling in ever increasing volume in thousands of stores. 
Kid vamp, heel seat and sole to match. Chamois felt lin- 
ing. Tufted sock lining. Made in Black, Brown, Red, 
Blue. Travel bag has the nationally known “Talon” 
fastener. Sold separately or in combination. 

Best-Ever Slipper Co., Inc., 75 Front St., Brooklyn, N. Y. 


You may send me a copy of the new Best-Ever catalog. 


BEST-EVER SLIPPER CO., Inc 


Main Factory and General Offices: 
75 Front St., Brooklyn, N. Y. 


Turn-Sole Factory . . 9 West 20th Street, New York, N. » 
New York Display Room . Room 643, Marbridge Buildi: 
Chicago Sales Office . . . - 207 South State Stre« 
Export Department . . 100 Gold Street, New York, N. 
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New Chicago Office for | 
American Hide & Leather 





°Gator Helmets for Football 








Cuicaco, ILu.—The American Hide 
& Leather Co., announce the opening 
of a new sales office for giving still 
better service to their Western friends 
and customers. The location is in one 
of Chicago’s newest and finest business 
structures, the Daily News Building, 
and will be in charge of Mr. Charles 
M. Jellema, assisted by Mr. Clifford 
Marshman. 

Complete lines of calf and side lea- 
ther, manufactured by the American 
Hide & Leather Co., will be carried at 
all times. 


Johnson & Son Open 
Second Store 


Los ANGELES, CAL. (UTPS)—John- 
son & Son, prominent Pasadena shoe 
merchants, recently opened their sec- 
ond new store at 859 East Washington 
Street. For over eight years they have 
been located at 1307 North Fair Oaks 
Street in Pasadena and the steady in- 
crease in business at that store necessi- 
tated the expansion. 

The new shop is fitted and furnished 
in the latest appointments. A repair 
department has been installed under 
the personal supervision of T. H. 
Thormby, who has been associated with 
the Johnsons for a number of years. 





Personnel Changes in Edison 
Organization 


St. Louis, Mo.—Edison Brothers 
Stores, Inc., operators of thirty-five 
Baker’s Shoe Stores and Chandler Boot 
Shops throughout the South and South- 
west, have announced the promotion of 
several members of its personnel to ma- 
jor positions in this organization. 

Joe Arenson, who has been with the 
company eight years, has been made 
district manager of the western terri- 
tory and immediate manager of the 
seows's four stores in Kansas City, 

0. 

Joe Leon, previous manager of the 
Houston store, has been appointed dis- 
trict manager for the company’s nine 
Texas stores. 

M. E. Brook, veteran member of the 
retail division of the company. has been 
made district manager of the south- 
eastern stores. 

Lonnie Everett has been made gen- 
eral manager of the three Louisville, 
Ky., stores, 

Frank Ricca, manager of the New 
Orleans store, has been appointed dis- 
trict manager of all Louisiana stores. 


New Fabric Being | 
Tried in Footwear | 


HAVERHILL, Mass.—Shoes of the new 
cotton fabric which resembles silk are 
being sampled in local factories and 
promise to claim much attention during 
the new season. The new fabric was 
recently introduced at the convention 
of the National Association of Cotton | 
Manufacturers in Boston and won en- 
thusiastic reception. The fabric which 
has the lustre of silk and which is re- 
puted to have great strength, is shown 
In a wide range of pastel colors. Max 
Fuente, local shoe man, is New England 
agent for the new cotton fabric. 
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CAMBRIDGE, Mass.—It has grown 


common for alligators to give up their 
shirts for women’s shoes, purses and 
what not, but members of the Univer- 
sity of Florida football team uncorked 
a new use of this popular leather when 
they appeared against Harvard at 
Cambridge, November 2d, wearing alli- 
gator helmets. Some say Louis J. Rob- 
ertson, alligator king, had a hand in 
the matter. However that may be, he 
was an interested spectator at the in- 
tersectional game. 

Mr. Robertson delivered a lecture on 
“Reptilian Leathers” at the leather 
class meeting of Wm. Filene’s Sons & 
Co., Boston, Tuesday evening, Novem- 
ber 5. Photographs of operations in 
the Robertson tannery and specimens 
of various reptile leathers, including 
jizard, alligator, boa, python and 
watersnake were shown to the sales- 
people of the shoe, luggage and leather 
goods departments who are enrolled in 
the course. The session was under the 
auspices of the American Leather Pro- 
ducers, Inc., of which Mr. Robertson is 
the vice-president. 





It Happens Only 
Occasionally 


A FEW days ago a woman 
walked into a Milwaukee shoe 
store and asked the clerk to show 
her some shoes. She insisted on 
the widest widths in the house 
and the clerk, glancing at her 
feet, saw that she certainly needed 
shoes of this type. 

He brought out pair after pair, 
but all of them proved too small 
and narrow. As he could not fit 
her, he asked where she had 
bought the shoes she wore. She 
said that she had them made to 
order, but did not care to spend 
so large an amount at this time 
unless compelled to. As_ she 
walked out, she turned to the 
clerk and said: 

“Do you know why my feet are 
so wide? No? Well, I have seven 
toes on each foot!” The clerk is 
reported on the way to recovery. 
—(UTPS) 
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Stryce 300—Price $5.90 


Yellowstone Model 
78 DarK SMOKE ELK 
Height 14 inches 


NATIONAL PARK 


Sport — =? 
Hiking — 
Aviation 


BOOTS 
IN STOCK 
6 — STYLES — 6 


THE OTHER FIVE 


Style 311 Aviatrix 12 inch $5.20 
Style 310 Black Hills 14 inch 6.00 
Style 317 Sport Boot 8inch 4.60 


Suitable for members of the Girl Scouts 
and Campfire Girls organizations 


Style 312 Rocky Mountain 14 
inch 

Style 318 Grand Canyon 14 
inch 


5.70 


5.70 
SIZES 
5/8 A, 4/8 B, 24%2/8 C, 24%2/8 D 
Terms 5% 10 days. Net 30 days 
Write for sample pairs or folder. 





See our line 
N.S.R.A. St. Louis Show 
January 6, 7, 8, 9 
Hotel Lennox—Parlor B 


Jefferson Hotel—Room 1037 


"THE JUVENILE SHOE CORPORATION 
OF AMERICA 
AURORA MISSOURI 











| Makers of the famous Kewpie Twins Health 


Shoes for Children, Sportwalks—smart light 
weight welts for college girls. 

















‘tn charming quality of any shoe 
is its STYLE; its ability to sell on sight! 


“GOOD TO THE EYE” 


Bur to bring the customer back for 
more, the shoe must also charm the 
wearer! 


“GOOD TO THE FOOT” 


An D, of course the price must prove 
attractive, thus adding charm tocharm. 


“GOOD TO THE POCKETBOOK” 


°5 wo °6 


Via WJZ and Associated Stations, as well as 
the Saturday Evening Post, we are bringing 
trade right to your cash register. Thousands 
of inquiries pouring in every week! Get in 
on this exclusive agency proposition before it’s 
too late! A line that gives you maximum 
turnover at minimum expense. Wire for 
details! Today! 


NATURAL BRIDGE 
SHOEMAKERS 


Division of CRADDOCK-TERRY COMPANY 
LYNCHBURG VIRGINIA 


{One of the oldest and largest 
shoe manufacturers in America} 


/ Natural Bridge Shoe- 


e * 
makers broadcast every Fri- 
ZS C72 ZN) day evening at 8:45 P. M. 


Eastern Standard Time. 


me 


s NATURAL BRIDGE, 
ARCH SHOES O 
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New Sport Sole Guarantee 
Announced by Auburn 


AUBURN, IND.—A new line of sport 
soles, guaranteed to the consumer for 
the life of the shoe, is announced by 
the Auburn Rubber Corporation, Au- 
purn, Ind., for the 1930 sport shoe sea- 


on. 

If any Auburn guaranteed sport sole 
fails to wear satisfactorily, shoes may 
be returned to the Auburn Rubber 
Corp., to be re-soled, free of charge. 
Tags carrying this guarantee will be 
furnished to factories desiring to at- 
tach them to shoes on which Auburn 
sport soles are used. A complete line of 
deaier sales helps, literature, window 
trims, newspaper mats, are provided to 
assist dealers in featuring the guaran- 
tee sport soles to the buying public. 

The new Auburn line consists of five 
designs, each carried in nine stock col- 
ors and color combinations. Soles for 
men’s, women’s, boys’, little gents’ and 
misses’ shoes will be produced. 


Second Melville Store in 
Milwaukee 


MILWAUKEE, WIs. (UTPS)—The 
Melville Shoe Company has opened its 
second Milwaukee store at 813 Third 
Street. The property has been rented 
from Rosenberg’s and runs for two 
years on a lease. The Sears Realty 
Co., Boston, Mass., represented the 
— company and Car] Remeeus the 
essor. 

More Melville stores are planned here 
in the near future. This store, just im- 
mediately north of North Avenue on 
Third Street, is in the Upper Third 
Street’s busiest shopping center. 


Well Known Tanner Dies 


MILWAUKEE, WIs. (UTPS)—Herman 
Tetzlaff, 62, former resident of Mil- 
waukee, and for the past thirteen years 
superintendent of a large tannery at 
Manchester, N. H., died there of heart 
trouble this week. He was born in 
Milwaukee and left here after being 
employed by the Pfister and Vogel 
Leather Company for some time. 

Mr. Tetzlaff is survived by three 
brothers, one of whom, Charles, is also 
a tanner and two sisters. Burial was 
in Forest Home cemetery. 


O-G in Rockford 


RockForpD, Inu.—O’Connor and Gold- 
berg, Chicago shoe concern, last week 
formally opened its branch in this city, 
occupying store room at 109 North 
Main Street with a staff of eight, in- 
cluding five salesmen, a hosiery sales- 
woman and cashier, with H. B. 
Graham, manager. John O’Connor, 
one of the organizers of the firm, was 
present for the opening. 


Weiss Takes Up Lasts 


LYNN, MAss.—Henry Weiss, of years 
of experience in shoe manufacturing 
and shoe merchandising, has become 
associated with Hitchings-Stephens 
Corp. manufacturers of lasts, and will 
devote his time to the study of style 
trends, as they may relate to the shapes 
pe and to the merchandising of the 
asts. 


Boot AND SHOE RECORD 


ER 
combining THB SHOE RETAILER, Nov. 16, 1929 





York Shoe Men 
Plan Another 
Style Showing | 


Plans for the annual Get-together 
banquet of the York Shoe Retailers As- 
sociation, which will be held sometime 
in January, were made on Nov. 4, at a 
meeting of the association, held in the 
shoe store of the Edward Reinberg Co. 
in York, Pa. At the dinner the em- 
ployees of the various shoe stores will 
be the guests of the members of the 
association. 

The committee in charge is arrang- 
ing an extremely educational program 
for the dinner. The program will in- 
clude a speaker of national repute, and 
several reels of motion pictures depict- 
ing the many uses of rubber, and a 
complete history of rubber footwear. 

Plans for the second annual shoe 
style show were also discussed at the 
meeting. 

The York merchants are well pleased 
with the volume of business they have 
transacted in the past several months 
and are looking forward to a particular- 
ly heavy buying season in the next 
two months, which will include Christ- 
mas. The shoe merchants are opti- 
mistic concerning general business con- 
ditions in York and elsewhere, and are 
confident that conditions will maintain 
a high level throughout the balance of 
the year. 

The annual election of officers of the 
York association will be held at the 
next meeting of the association, which 
will be held on Nov. 25. 


New Chain of Stores 


LYNN, Mass.—Sawyer System, Inc., 
has been formed, for the purpose of 
carrying on retail stores, by Isaac H. 
Sawyer, Richard B. McCarthy and 
Alexander E. Little. Mr. Sawyer was 
formerly with the Brown Shoe Co., of 
St. Louis. Mr. McCarthy was formerly 
Boston sales agent for the same com- 
pany. Mr. Little is president of A. E. 
Little & Co., Lynn shoe manufacturers. 





Mr. Little will continue to carry on the 
factory and the Sorosis stores as usual. 
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Sell Musebeck 


Construction 


and you'll sell more 
shoes .... 


IN STOCK 


D.S. Evans Heavy 

Ruby Kid 

D.S. Rueping’s 

Blk. Calf 

D.S. Blk. Clif. Barbour 
Stormwelt 4 


D.S. Long Ctr. 
Stormwelt 


3 
a 


Barbour 


——) 


Ga) 
=)! 
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SHOE COMPANY 


New Dalsheimer Store to 
Open Next Month 


BALTIMORE, Mp.—S. Dalsheimer & 
Bro., exclusive shoe shop of Baltimore, 
Md., will occupy its new quarters at 
211-13 North Liberty Street, Dec. 2, 
according to present plans. Work of 
remodeling the building which is to 
serve as the future home of this well 
known shoe concern, is progressing 
rapidly and is expected to be finished 
the latter part of this month. 

When the doors of this new store 
are opened it will be on one of the 
most modern and up to date shoe stores 
of the monumental city. New fixtures 
will be installed throughout the store. 
There will be exterior and interior 
beauty which is designed to captivate 
that portion of the public which seeks 
to purchase its footwear and _ hosiery 
in inviting surroundings. S. Dal- 
sheimer & Bro., have given considerable 
space to its hosiery end of the business, 
regarding it as an inseparable com- 
panion of shoes and will continue this 
policy at the new store. 

The present store of S. Dalsheimer 
& Bro., at 229 West Lexington Street, 
which it has maintained for many 
years will be continued until Jan. 1, 
1930, after which it will be discontinued 
and only the new store at North Liber- 
ty Street, will be maintained. Henry 
S. Jones is manager of the store. 


Felser Bros. Expanding 


BALTIMORE, Mp.—Felser Bros., oper- 
ators of a chain of family shoe stores 
in Baltimore, will open another branch 
store, at 3220 Greenmount Avenue, in 
the Waverly business section of the 
city. It will bring the total number 
of stores operated by Felser’s in this 
city to seven. This store will be pat- 
terned and operated after the fashion 
of the other stores with this addition 
that it will embrace modern innovations 
in store arrangements and appoint- 
ments. 

The Felser shoe business was 
founded by the late Joseph Felser and 
is being continued by his sons, who 
have been very active in expanding the 
business. 


Ln 


(THESE are shoes that you can 
sell to satisfy your customers 
in every way. You will actually 
sell more shoes because you have 
real talking points that your men 
customers will listen to. Made on 
three styles of lasts in Calf and Kid 
—in Black and Tan. 


Write for Catalog! 
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SHOE FIXTURES 
of 
CORRECT MODERN DESIGN 


KLEE’S—5000 Line 


DISPLAY FIXTURE CO., INC. 


Manufacturers 


176 Atlantic Ave. Rochester, N. Y. 








nee TO New YoRK 
The HOTEL 


(QVERNOR 
(LINTON 


" SI ST. 7“ AVE. 
opposite PENNA.R.R.STATION 


A Preeminent Hotel of 
1200 Rooms each hav- 
ing Bath, Servidor, Cir- 
culating Ice Water and 
many other innovations. 


E. G. KILL, General Manager. 





Imported English 
Aviator Boots 


In Stock 


Perfect fit and graceful 
lines are the characteristic 
features of these superior 
quality aviator boots. 


B81— 17 inches high, fin- 
est quality, tan willow calf, 
full calf lined. Also in 
black. 


Also in stock, Riding, Field 
and Jodhpur boots, and all 


riding accessories. 





Imported 
English 
Spats 
in stock 











COLT-CROMWELL CO., INC. 
1239 BROADWAY NEW YORK CITY 


= NSUREp= 


ARCH SHOES 


IN STOCK 


AA TO E 
ONE OF 25 


MADE IN PHILADELPHIA 
BY MASTER CRAFTSMEN 











107 — Black Suede, Lizard 
CF. Heel and Strap, ——- 
tion A C Last—AA D. 


C. S. GIBBON CO. 
50-54 No. 4th St. Phil, Pa. 


The Shoe Buying Centre 
of New York/ 


Building—the year round show 


room of national leaders in the shoe 
and leather industry. Desirable offices 
for Approved Tenants. 


write MARBRIDGE Bidg.Co., Inc. ‘Neve 











come to New 
York be sure to see 
the lines permanently 
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IN STOCK-—LIZARDS AND SNAKES! 


“TAMEA” 
Special Process 
amet Black Small ror 


sie-suane Brown Rajah 


“CAPITAN” 

Special Process 
sam Brown Small Grain 
Lizard with Brown Kid Quarter.$6.50 
B.sochmard Black Small Grain 

Lizard with Mat Kid Quarter. .$6.50 


“PARTHY” 
Special Process 


B- | lg Suede and Genuine 
Brown Watersnake to match....$6.25 


B-325—Black Suede and Genuine Black 
Lizard $6.00 


“INDRA” 
Special Process 

B-225—Genuine Brown Lizard with 
Brown Kid Quarter $6.25 
B-164—Genuine Black Lizard with Mat 
Kid Quarter $6.25 

B-133—Genuine Neisan 
with Kid Quarter to Match....$6.85 
B-132—Genuine Blue Lizard with Blue 
Kid Quarter $6.35 


“RAYO”" 
Special Process 


B-338—Genuine Brown Lizard....$7.25 
B-339—Genuine Black Lizard....$7.25 


“KOHUT” 

Goodyear Welt 
B-265—Genuine Brown Boa with Brown 
Kid Quarter $7.5 Kid Quarter 


B-264—Genuine Black Boa with Mat B-322—Genuine Brown Calcutta Lizard 
Kid Quarter $7.50 with Brown Kid Quarter $6.25 


“VERDELLE” 

Special Process 
B-320—Genuine Black Lizard with Mat 
$6.25 


Terms, Net 30 Days. Twenty-five cents additional for orders of less than three pairs. 
SIZES—AAA, 5 to 8; AA, 4/2 to 8; A, 4 to 8; B, 3% to 8; C, 3 to 8 


THE MENIHAN COMPANY 
In-Stock Department 
ROCHESTER, N. Y., U. S. A. 
Makers of Menihan Arch-Aid Shoes 
See page 94 for additional Menihan IN-STOCK Shoes 





bUMPBPJ 


VIVIAN 
In Stock 


No. 6000 Pat. Leather 


No. 
Our Balloon toe. 
hee 


5000 Blk. Satin 


Last No. 


Width AAA—5-8 
B—2%-8 


No. 


No. 


i’ 


STOCK 


COQUETTE 
In Stock 


No, 2000 Blk. Satin 
No. 2100 Pat. Leather 
No. 2200 Mat Kid 
Our modified toe—Last 20-20/8 
Width AAA—5-S8 AA—4%-8 
B—2%-8 Cc—2)} 


You can stimulate your sales 


with these 


MADRID 
In Stock 


8000 Pat. Leather 
7000 Black Satin 
Last No. 22-22/8 heel 
Width =") 8 AA—4%-8 
B—2%-8 2%-8 


Our ballvon toe 
A—4-58 
c— 


pump 


values. 


BREEZE 
In Stock 
No, 4000 Bik. Patent 


Our square toe Last No. 
Width AAA—5-8 
B—2-8 


Terms 5%, 30 days 
F.O.B. St. Louis 


Our full line will be on display during the 


N.S.R.A. Convention at the 
Parlors B, C 


and 


Mayfair Hotel, 
D. 


WOLFF-TOBER SHOE MFG. COMPANY 


2511 to 2521 SULLIVAN AVE. 
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ST. LOUIS, MO. 








WHERE TO BUY 
Men's Shoes 


| 























‘HIGHEST GRADE ONLY” 


FT WEYMOUTH.MASS. U.S.A. 








Ti aafipioe 


mOwEsT ALL 


87 STYLES IN STOCK 

EMERSON SHOE MFG. 
ROCKLAND, MASS. 

WRITE TODAY FOR CATALOGUE 


Dew 


KUMFORT-ARCH SHOE 
EMERSON SHOE MFG CO 
ROCKMAN MASE 


co. 





























BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 








NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 














Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 





September Production 
Ahead of Last Year 


Washington, D. C.—Production 


of shoes in September was 
slightly below that of August 
but considerably greater than in 
the corresponding month a year 
ago, according to figures by the 
Department of Commerce. 

Total production of footwear 
in factories reporting for Septem- 
ber amounted to 34,488,983 pairs, 
as compared with 36,444,971 
pairs in August, and 31,000,236 
pairs in September, 1928; and 
33,932,935 pairs in September, 
1927. Production during Septem- 
ber represents a decrease of 5.4 
per cent from August, 1929, but 
an increase of 11.3 per cent over 
September, 1928. 

During the period January- 
September, as increase of 4.2 per 
cent is shown for 1929, as com- 
pared with 1928. 

The production increase in 
men’s shoes was 733,696 pairs 
ahead of September a year ago. 
This makes the total accumu- 
lated gain in men’s shoe produc- 
tion for the nine months 2,382,- 
313 pairs. 

Women’s shoe production 
showed a gain in September of 
1,311,085 pairs over the same 
month in 1928. Smaller _ in- 
creases were shown in produc- 
tion of boys’ and youths’, and 
misses’ and children’s shoes. In- 
fants’ footwear production also 
gained. 











Surpass to Reopen Plant 
in Gloversville 


GLOVERSVILLE, N. Y.—The Surpass 

Leather Company, tanners with large 
interests here and abroad, has an- 
nounced plans for the reopening of 
their large leather plant in Gloversville. 
The plant was built several years ago 
at a cost of $1,000,000. 
Work will be started within the next 
six months, but it will probably be a 
year or so before the mill will be oper- 
ating at full capacity, giving employ- 
ment to about 300 people. 








| Innovation in Slippers 








Sponge rubber is being utilized as 
the material for a line of slippers 
placed on the market by The Sponge 
Rubber Company, Inc., of New York. 
They are made in a variety of bril- 
liant colors for men, women and 
children, and are considered espe- 
cially adapted for use as bath or 











beach slippers 
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in St. Louis 


St. Louris, Mo.—Business in 


Avenue continues its briskness 


first orders within a week or tw 


the two seasons. 
There 


large in-stock houses as to the 
rect proportions to play with refe 


to narrow toes and round toes. 
problem has been created with th 


Patent leather, according to the 
a heavy come-back. It will be 


stances. 
in the beige field will lead the 


make the pace for other tones. 


are showing up well with orders 
ning ahead of last year. 





CARLISLE, Nov. 5.—The Carlisle 
Company, heretofore owned and 


that a contract had been signe 


stated that the local concern is 
or its organization. 

oO 
City, was named vice-president 
treasurer. Charles B. Felds of 


elected to the board of directors. 
“A constantly increasing amoun 


the business of one of the oldest in 


organization,” it was said by Presi 
Starner. 





Saad Brothers to Launcl 
Shoe Chain 


SPOKANE, WASH. 
Brothers Shoe Company, operato1 
three retail stores and shoe repair s! 
of this city will become chain stor 
erators within the next few mo: 
Paul Saad, pioneer member of 
three-brother organizaton, has 

nounced. 

The first store of the contemp 
chain series will be opened in S« 

about January 1 in the new 14- 
Vance building, Third and Union. 

Spokane firm has already taken a 


equip it with the most modern sh: 
pair machinery and customer co! 
niences. 

Other stores will be opened in 
coma, Wash., Vancouver, B. C., 
Portland, Ore. Spokane will b: 





headquarters. 
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Brisk Demand for Shoes 


on space 22 by 105 feet, plannin: 


the § 
wholesale district along Washington 


with t 
apparent little or no slackening for the 
usual seasonal let-down. Factories are § 
running slightly below capacity but 
with the style departments placing the 


oO for 


the spring merchandise, it is not con. 
sidered likely that any serious halt will] 
be attempted between the merging of 


} is some conjecture in the 
minds of the style managers of the 


‘Or- 
rence 
This 
e ad- 


vent of long dresses and at present no 
definite trend has made its appearance, 


PoOp- 


ular priced manufacturers, will stage 


con. 


bined with dull leathers in many in. 
Sun-tan and similar shades 


color 


procession with sun-tan anticipated to 


November shipments in these houses 


run- 


Carlisle Shoe Co. Reorganized 


Shoe 
con- 


trolled by local capital, has been re- 
organized and announcement was made 


d to 


manufacture 1000 pairs of shoes daily 
for the Cantilever Company of Brook- 
lyn. At the same time it was officially 


not 


controlled by the Cantilever Company 


. H..Starner of Carlisle, was elected 
president and R. T. Morse of New York 


and 
Bos- 


ton and J. J. Kauder of Brooklyn, were 


t of 


work for employees and an increase in 


dus- 


tries in Carlisle will result from the re- 


dent 


(UTPS)—Saad 
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Shoes and the Silhouette 














This striking window display harmonizing shoes with the new cos- 

tume lines, arrested attention wnen used week vesore last by the Bam- 

berger store in Newark. The pleasing balance and the effective em- 
ployment of lighting are noteworthy features 





—_—- 





Early November Retail 
Trade Reported Good 


CINCINNATI, OHIO—Sales reports at 
loca! shoe stores for the first week of 
November showed a decided increase 
over those for the preceding week. Cold 
weather came and is serving as a stimu- 
lant for sales and merchants are con- 
fident that business has reached the 
turning point and will be good up to 
the holidays. 

Rainy, sloppy weather prevailed 
throughout the last half of October 
and a great deal of light-weight pro- 
tective footwear moved. Many of these 
galosh sales, it is said, will be repeated, 
as a majority of those sold during the 
warmer days are too light and flimsy 
for Winter wear. 

Kid, lizard and suede are in big 
demand in all grades and at all shops, 
with brown and black the leading colors. 
Some green and a little red continues 
to move but very few merchants are 
stocking these colors for Winter. Blue 
is carried as a staple but up to this 
time has been rather inactive. Black 
is regarded as the best bet in the color 
field with brown a good second. 

Dainty T-straps are selling like hot 
cakes and high-cut pumps are fast 
becoming popular. Oxfords and ties 
are considered good, especially those 
with a comfortable walking heel. 


To Start Four Factories 


LYNN, MAss.—James M. Daly, man- 
ager of Daly’s Golden Rule factories, 
has announced that this co-operative 
enterprise will open four new factories 
during the coming year. The exact 
location of the factories is yet to be 
determined. Employees in the three 
Golden Rule factories, now operating 
in Lynn and Beverly, have formed a 
council for the purpose of dealing with 
problems of production. 


Moves to Larger Store 


DANVILLE, Va. (UTPS)—Shoecraft, 
Inc., formerly in the Leeland Hotel 
Building, has moved to larger quarters 
at 336 Main Street. Formerly dealers 
in women’s shoes exclusively, the busi- 
hess has expanded to take in the whole 
line. Brown-bilt shoes are on display 
in their attractive windows. J. W. 
Whedbee is manager. 
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Boston Club to Review 
1930 Business Outlook 


Boston, Mass.—“The Business Out- 
look for 1930” is to be the underlying 
theme in the program that has been 
arranged for the next monthly dinner 
meeting of the Boston Boot and Shoe 
Club at Hotel Statler, Wednesday eve- 
ning, Nov. 20, with special reference 
to the much-discussed effect of the re- 
cent stock market demoralization on 
the country’s shoe business. 

The chief speaker will be Creighton 
J. Hill, of Babson’s Statistical Or- 
ganization, who is making a special 
study of this phase of the question 
for the occasion, and who is favorably 
recalled as one time active in the Bos- 
ton Chamber of Commerce. He was for 
a time editor of the Chamber’s monthly 
magazine, Current Affairs, now Boston 
Business. 

Mr. Hill’s analysis will be supple- 
mented by informal talks on the situa- 
tion by leading shoe manufacturers and 
tanners. Another special guest of the 
club wili be Hugh Butler, recently ap- 
pointed New England manager of the 
Department of Commerce in Boston, 
who will speak on “New England’s 
Opportunities in the Export Trade.” 

This particular meeting is dedicated 
to the score of club members who have 
been actively identified with the organ- 
ization for 25 years or more. There 
will be special music of a vocal and 
instrumental character. 


M. A. Meller Opens Fine 
New Store 


Los ANGELES, CAL. (UTPS)—A 
beautiful new establishment has been 
opened on Pacific Boulevard in Hunt- 
ington Park by M. A. Meller. Mr. Mell- 
er, who is a shoe man of many years’ 
experience, was formerly located at 
4511 South Broadway, Los Angeles, 
where for twenty years he operated 
one of the largest shoe businesses in 
‘that district. 

No expense has been spared to make 
this new shop one of the most conve- 
nient and at the same time one of the 
most beautifully fitted-out shoe stores 
in Huntington Park. A popular line of 
high grade shoes for the entire family 
is being carried. 
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WHERE TO BUY 
Men’s Shoes 
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7 /f STEAMY PROFITABLE N 
SINESS IS WANTED, SELL- 
ce Fee) 








THE 


SHOE 


Boston—183 Essex Street 
N. ¥.—915-917 Marbridge Bldg. 


Brockton, 
Mass. 
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HERE TO BUY 
Children’s Slippers 


i i ie ie al 


= No.C775—All sizesin stock 
’ for immediate delivery. 
pC Write for circular de- 
s. scribing complete line of 
=~» Rest-Rite Slippers. 
}) Athletic Shoe Co, 
Y 914N.MarshfieldAve, 

Chicago, ti. 


WHERE TO BUY 


Women’s Shoes 


or ' 





Dist, 


FoR WOMEN 
EBBERTS SHOE CO., INC. 
Y. STOCK 


THE JOHN 
IN Buffalo, 
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WHERE TO BUY 


Bowling Shoes 


BOWLING SHOES 


IN-STOCK 
Smoked Elk 


$3.20 


“Ooast 
prices 


sligh 

Moher” 
BROOKS 

SHOE MFG. CO. 


Swanson and Ritner Sts. Philadelphia, Pa. 
Les Angeles, 1162 Se. Hill Street 








WHERE TO BUY 
Men’s & Women’s 
Slippers 





Seihcs carried ¢ pat ¥ Best 


“end tlors - 


GENERAC Fo ° 
PE QOT WEAR CORPIN 


476 BROADWAY 


New YORK 








eautiful 
ass 





7 East 17th Street 


MULES and D’ORSAYS 


FOR MERCHANTS 
WHO DEMAND QUALITY 


Send for Beautifully 
Illustrated Catalogue 


Bros. & Feinroth 





New York 








PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesrooms 
40-46 West 25th St., New York City 


Catalog 
sent 
request 


on 


High Grade Turn Mules and D’Orsays 





ate’’ Slippers 
Turns only— 
Odtelog on 


Ne. 447 
$236 





and 6IN STOCK 
jon’s 


L. B. EVANS’ SON CO., Wakefield, Mass. Q 





ll 
{hi 
ANI 








Prices from 
$2.15 to $3.50 





w. 
Boston Office: Room 501, Statler Bidg. 


MEN’S FINE 
HAND TURNED 


SLIPPERS 
Manufactured 
by 


8. CHASE & SONS 
Haverhill, Mass. 














Pittsburgh Police Seek 
Shoe Bandit 


Pittsburgh, Pa.— Police are 
seeking a lone bandit who robbed 
a half a dozen women in the Oak- 
land district of Pittsburgh of 
their right shoe during holdups 
last night. The names of the 
victims are being withheld. 

According to the police, the 
strange bandit, who was driving 
an automobile, halted half a 
dozen women in darkened streets 
of the Oakland district. After 
pointing revolvers at them the 
thief forced each woman to hand 
him her right shoe and then, 
threatening them, sped away. 

The victims told police that the 
thief made no attempt to steal 
their purses or valuables and 
asked for nothing but the right 
shoe. The mysterious bandit is 
about 25 years old and well 
dressed. 











Slight Increase Reported 
In Shoe Production 


HAVERHILL, MAss.—Limited revival 
of cutting operations in the local shoe 
plants was reported this week, but 
largely on special orders for immediate 
delivery. The new season is still specu- 
lative, but is being faced with general 
optimism by local shoe men. 

Samples now going through the fac- 
tories assure a colorful Spring season, 
with formal footwear from the better 
grade factories certain to bring new 
distinction to local shoe men. Pump and 
strap types are very prominent. 

Many colors in the brown family are 
being sampled, the dark browns for 
early Spring and the lighter tones of 
beige and Lido for late Spring and 
Summer. The bright kids are also to 
figure prominently. Patent holds its 
usual high place in the material field, 
with a chance that fabrics will go large 
in the late Spring. 


J. N. Bogoff Now with Cutler’s 


CuHIcaco—Cutler’s, retailers of $5.50 
footwear for men, women and children, 
has appointed J. N. Bogoff to its buying 
staff. Mr. Bogoff will work with R. R. 
Mann, assisting in the buying and mer- 
chandising. 

For the past nine years Mr. Bogoff 
was associated with the F. M. Hoyt 
Shoe Co., of Manchester, assisting in 
styling its line and having charge of 
wholesale distribution west of Cleve- 


land. Until recently, he had his office 


at 209 South State Street. 


New Bennett Store Opens 


PITTSBURGH, PA.—The new Bennett 
store, on Wood Street at Fith Ave- 
nue, successor to the long-time estab- 
lished firm of J. G. Bennett & Co., has 
been opened for business. Nettleton 
shoes for men are handled. 
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Streamline Modes 
Predicted In Shoes 


HAVERHILL, MASS.—Pattern makers, 
designers, and stylists are experiment- 
ing with the new styles recommended 
for the spring and summer of 1930. 
Local shoemen are optimistic of the 
spring season and see in the new styles 
an opportunity to build up new pres- 
tige. The new streamline modes in 
shoes are coming to conférm to the 
formality in dress, which is more ap- 
parent than in many years. 

Immediate business is of small vol- 
ume. Retail conditions have not fa- 
vored reordering to any large extent. 


Nancy Haggerty, Inc., Moves 


NEW YORK—Nancy Haggerty, Inc., 
retailers of women’s style shoes and 
high grade imported footwear, have 
moved from their shop at 557 Madison 
Avenue., across the street to number 
540. 

This little shop has built up an indi- 
vidual clientele and specializes on ex- 
clusive street and evening slippers. 


Shoe Merchant Dies 


CoLuMBUS, OHIO (UTPS).— Elias 
Harrison James, who operated a retail 
shoe store in Findlay, Ohio, for about 
40 years and who returned about 12 
years ago, died at his home in Col- 
umbus, Oct. 11, at the age of 89 years. 
He served four years in the Civil War 
and participated in some of the decid- 
ing conflicts during that time. He 
leaves a sister living at Vincent, Ohio. 


Shoe Stcre Robbed 


BRISTOL, CONN. (UTPS)—Burglars 
who battered in the door of the Burton 
Shoe Co. on Main St. secured $150 from 
the cash register. Alterations at the 
store had made it necessary to pile 
boxes about the safe and it was over- 
looked. None of the stock was touched. 


Erwin W. Cone Dead 


East BOSTON, MAss.—Erwin W. 
Cone, 64, retired shoe manufacturer, 
died at his country home in Harvard, 
Mass., on Nov. 11. He had been ailing 
for a number of years, following a seri 
ous automobile accident. He was one 
of the pioneers in modern stitch-down 
making and head of the Engel Cone 
Shoe Company of East Boston. T! 
management of that business has 1 
a number of years been under Russe! 
A. Cone, his son. Burial was 
Harvard. 


Occupies Larger Quarters 


Los ANGELES, CAL. (UTPS).—Sh« 
Bootery, formerly located at 8929 Santz 
Monica boulevard, recently moved i: 
larger quarters at 8871 Santa Mon 
boulevard. The new store has spacious 
floor room and every appointment 
strictly modern in design. New ty: 
of footwear have been added to the 
ready complete line of merchand 
which now includes shoes for the ent're 





family at popular prices. 
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Woven Leather Designs in 
Women’s Shoes for Spring 


BROCKTON, MAss.—Success of the 
woven leather designs during the sum- 
mer just closed has led two Brockton 
concerns, which turn out women’s lines, 
to plan even a wider range of varia- 
tions of the light and novel shoes for 
the coming spring and summer season. 

Whereas contrasts were the rule last 
year, harmonizing will be tried in some 
of the designs next year, some of which 
are being discussed now by stylists at 
this center. Some numbers in pastel 
shades already turned out are hand- 
some, and one done in tones of blue is 
attractive. 

One of the companies that is doing 
a lot of planning along this line also 
is working out a sandal shoe for men, 
with plenty of open spaces to permit 
plenty of air to the foot. One of their 
beautiful numbers is on a health last, 
made up in harmonizing tones of tan 
calf leather, and two medium solid- 
leather sole leather for heels. It has 
a fancy lace. 

Another novelty line will be a men’s 
low lowcut, with the upper cut to the 
usual height in the back but merely 
an inch higher under the ankle and 
sweeping in a graceful curve in the 
front, the blucher effect coming to- 
gether with a _ two-eyelet tie. The 
tongue, scalloped, will rise a quarter 
of an inch above the upper. 





Merriam Factory to Move 


PATERSON, N. J. (UTPS)—Notices 
have been posted in the H. W. Merri- 
am Shoe Company plant that the place 
will move to Baltimore and the shop to 
be closed. It employs about 150 men 
and women. It has been said that the 
company will be exempt from taxes in 
Baltimore, while the town of Newton, 
N. J., where the factory has been lo- 
cated, received taxes on their proper- 
ty. It was also stated that it would be 
possible to get a lower power rate and 
cheaper labor. 

However, it is reported that the 
Board of Trade has been instrumental 
in getting a shoe firm now located in 
Brooklyn to take its place. 





Harry Gibson to Manage 
New Salon 


SAN FRANCISCO, CAL. (UTPS)—The 
White House, San Francisco depart- 
ment store, announces a new shoe salon 
on the main floor, to have window dis- 
play space on two streets—Sutter and 
Grant, and handling women’s shoes ex- 
clusively. 

As with the other shoe departments 
of the store, the manager and buyer 
of the new department, to open early in 
1930, will be Harry Gibson, and the as- 
sistant manager H. L. Porter, who for- 
merly had his own shoe store at 231 
Geary Street. 





Tacoma Retailers Elect 


Tacoma, WasH. (UTPS)—At the 
meeting of the Tacoma chapter of the 
Pacific Northwest Shoe Retailers As- 
sociation, Robert P. Allen of Allen’s 
Arch Preserver Shoe Shoppe, was 
chosen president and F. L. Hazelton 
of the Buster Brown Shoe Company, 








Finds Self-Service Plan 
Successful 


Binghamton, N. Y.—M. S. Co- 
hen, proprietor of the Parlor 
City Shoe Store, who claims to 
be the originator of the “self- 
service” shoe store idea, an- 
nounces that he will open an- 
other of this type of store, at 
309 Chenango Street, here. His 
first self-service shoe store, at 
118 Washington Street, has been 
in successful operation for sev- | 
eral years. Cohen’s main store, 
however, is of the conventional | 
type, and is located at 57 Che- | 
nango Street. 

In Cohen’s first self-service 
store the shoes are placed on 





tables in the central section of 
the store, and on display racks 
around the sides of the room. 
Each pair of shoes bears a tag, 
plainly marked with the size, 
width and price of the shoes. 

Customers select the shoes de- 
sired, try them on if they wish 
and hand them to a_ counter 
clerk for wrapping. Services of 
shoe-fitters are available, how- 
ever, if desired by the customer. 
Clerks are instructed to refrain 
from speaking to visitors while 
the latter are selecting their 
shoes. 

Cohen says the reduction of 
overhead expenses resulting from 
the operation of a store of this | 
type make it possible for him to | 
give better values to customers 
than is possible in stores of the | 





usual type. 








secretary. 
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Dan Haney Opens Fine 
New Store 
LINCOLN, NEB.—Dan Haney opened a 


new and beautiful shoe store in the | 


Stuart Building this month. He has 
been the successful manager of the 


Mayer Clothing Company shoe depart- | 


ment for the past twenty years. Last 
January he was made general manager 
of the store. In this store women’s as 
well as men’s wear is sold. 

Dan Haney has the reputation of be- 
ing one of the best shoe men in the 
west. It is tradition that he does more 


business with less stock than any other 
buyer of shoes west of the Mississippi. 
Haney’s friends all predict his success. 

Carl Werner, manager of the men’s 
shoe department of Gold & Co., of Lin- 
coln, is the proud father of a fine son. 
Carl is one of the younger generation 
of managers who has made good from 
the start. He has increased the men’s 
shoe business of the Gold store more 
than 40 per cent in the last six months. 

Ray E. Turner, general manager of 
the Twidale string of shoe stores in 
Nebraska, has recently opened another 
Twidale store. It is in Falls City, Neb., 
and is one of the finest of that fine 
lot of shoe stores. Twidale stores de- 


serve special notice from the whole 
shoe world for the maintaining of high- 
priced and high-grade shoe standards 
in their stores. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


6 A A ee 





The Last 
Word in 
Quality 
Slippers 


TUPPER SLIPPER CORP. 
200 Tillary St. Brooklyn, N. Y. 

















*KENDALL ano ter * 
BALLET —__ 
A sideline of 
BALLET 


SLIPPERS 


WILL PROVE 
A MONEY 
MAKER 






IN 
STOCK 


Orders filled day recewed 
SEND FOR CIRCULAR DEPT. C 











% KENDALL SHOE COMPANY 
HAVERHILL, MASS. 





IMPORTED CZECHO SANDALS 


ALL LEATHER 





FOR IMMEDIATE DELIVERY 
Riga—Tan and Brown 
Patterns Berta—All Tan, Tan & Black, All White, 
White & Black 
Irwin W. David, General Manager 
R. STERN CO., 413 Fourth Ave., New York 


Patterns 


Turned 


The Daytime Slipper 


upper stock, genuine 
turn construction ; 
extra fine leather soles in natural 
finish, steel shank Made over com- 
bination last by skilled Italian turn 
shoemakers Looks and fits like 
dress shoe with boudoir comfort 

ORDER A SAMPLE PAIR TODAY 


Sachs & Vigorith, Inc. 
Makers of Hand Turned Footwear 
1401 Central Parkway 


Cincinnati, Ohio 


First quality 
leather counters, 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 
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LEATHER HAND-TURNED 
SLIPPERS 


Nationally Advertised 


Year-Round In Stock 
SERVICE 












Send for 
Catalog 


Prices 
$2.10 up 






























WHERE TO BUY 


Dancing Taps 
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Supreme Taps in 
three sizes to fit all 
shoes. Speciallow 
price. Also danc- 
ing footwear and 
accessories. At 
once delivery. 
Send for catalog. 













Coast Representative: 
MR. A. F. WINSLOW 

5205 El Rio Avenue, Eagle Rock 
Los Angeles, California 
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WHERE TO BUY 


Store Fixtures 














THE 


NEW GOODWIN CATALOG 







of SHOE STORE FIXTURES 
1 STORE INSTALLATIONS 


$ I GOODWIN & 














Do You Know? 


That you can buy or sell it through 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 













Cotton for Shoes 











Sudanette, an attractive 
new fabric developed by 
the cotton industry, is be- 
ing featured in footwear 

for the South 





How Your Street Can Be 
Santa Claus Lane 


[CONTINUED FROM PAGE 39] 


Photos should be taken of the event 
at night, showing how it looks lighted 
up. Rotogravure sections of newspapers 
will use such photos. All over south- 
ern California such photos of Holly- 
wood Boulevard were reproduced. Other 
good publicity photos included “shots” 
showing the trees being cut down in 
the woods and being hauled to the city. 

While the plan seemingly is one ideal 
for Hollywood with its motion picture 
stars, the event easily can be adapted 
to other cities, whether or not they 
have outstanding figures who will par- 
ticipate. The essential requisite is the 
lighted Christmas trees, coupled with 
some dramatized action, such as the 
reindeer going up and down the street, 
or a novel Kris Kringle theme. 

How was the money raised for stag- 
ing the event? The Hollywood Boule- 
vard property owners contributed $1,- 
000 with which to buy the Christmas 
trees. The balance of the $7,300 was 
raised by volunteer assessment, arbi- 
trarily determined for those merchants 
who agreed to cooperate. 

The assessment was on the basis of 
one dollar per front foot of store space. 
That is, an eighteen foot store would 
pay $18, a fifty foot store would pay 
$50, ete. 

About fifty of the leading merchants 
comprised the committee to sell the idea 
to fellow merchants. These commit- 
tees were divided into ten teams, each 
of whom canvassed their part of Holly- 
wood Boulevard. In addition to this, 
luncheons were held at which plans for 
the event were outlined. 

Several outstanding merchants who 
were highly respected in the communi- 
ty for their untiring efforts on behalf 
of all merchants, as evidenced by pre- 
vious activities, sent out letters on their 
own letterheads to those who did not 
come in immediately on the cooperative 
venture. Herewith is reproduced such 
a letter: 

“Dear Fellow Merchant: 

“Last year’s ‘Dress Up Campaign’ 
convinced us that this form of com- 
munity advertising pays. If you read 
the local papers, you know by this time 
























planning a still larger ‘Dress Up and 


year on November 15, 16 and 17. 


and sell you the idea. Treat them 


their share in addition to giving their 
time. $1 per front foot will pay for 
both campaigns. 

“If you have not already given your 
check for this amount, please send it 
immediately to the Hollywood Chamber 
of Commerce, 6520 Sunset Boulevard, 
and made out to them. This will save 
the Committee the necessity of a second 
contact to collect the money. 

“We are planning to make this store 
stand out as a point of interest during 
the campaign and urge you to take ad. 
vantage of the thousands of people 
who will visit Hollywood at that time. 
By dressing up your windows, putting 
in special features, staying open at 
night if you care to, and making your 
store attractive, the public will feel 
that Hollywood shops offer, in a su- 
perior environment, a quality and va- 
riety of merchandise equal to any com- 
munity anywhere. 

“Very truly yours,” 

The result of all this activity was 
that 99 per cent of the Hollywood 
Boulevard merchants, whose stores were 
located between Vine and La Brea, met 
the expense, excepting a few chain 
stores. 

Otto K. Olesen, chairman of the com- 
mittee, after the event was over, called 
up about fifteen stores, both large and 
small. They all reported tremendous 
sales and a most unusual volume of 
business during the Holiday season. 
The consensus of opinion was that the 
beautiful Christmas trees electrically 
lighted, which had been placed along 
the boulevard, helped to bring large 
throngs of people from other parts of 
the city to do their evening shopping in 
Hollywood. 

The “Dress Up Campaign” referred 
to in the letter was connected directly 
with the Christmas event only in that 
the one campaign fund sufficed for both 
events. 





Heavy Trading in Hides 


New York—The New York Hide 

Exchange had the second largest day in 
its history Wednesday of last week, 
with transactions aggregating 3,360,090 
pounds. The record for one day’s tran- 
sactions is 4,080,000 pounds, estab- 
lished on October 4. 
Prices in the heavy trading last 
Wednesday showed declines ranging 20 
to 55 points on the active positions. The 
break on the exchange was mild, how- 
ever, in comparison with a 2-cent e- 
cline shown in spot hides in the Ar- 
gentine during the day. The break in 
the primary market had been discount- 
ed in the exchange trading over the 
past week. 


Open New Branch 


BALTIMORE, Mp.—Cohen Bros., Balti- 
more, Md., trading as the Victory Siioe 
Stores, have opened a new branch 
store at 525 South Broadway, in a new- 
ly remodeled building. Shoes are fva- 
tured at $3 and $4. Cohen Bros. m:in- 
tain other stores in Baltimore and «!so 
in Washington, D. C. The concern « |so 
operates under leases, shoe departm« “ts 








that the Retail Merchants’ Bureau is 
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Christmas Shopping Campaign’ this 


“Fifty Hollywood merchants are jy 
now giving of their time to visit you ® 
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New Production Records 


Established This Year 


LYNN, Mass.—Business here has 
dropped to the low stage of the year 
end, and the bulk of brain work now 
being done is devoted to planning for 
1930 when a new wave of prosperity is 
expected in the women’s novelty shoe 
industry. Of course, there are a num- 
ber of shops that are jogging along on 
seasonal goods, like winter oxfords, 
Christmas slippers of the dancing and 
fireside types, and just ordinary foot- 
wear, such as merchants desire for 
filling in stocks. The run for the first 
ten months of the year was the best 
yet, and this record encourages manu- 
facturers to constructive views and 
plans for the coming Spring run. 

New and interesting shoes keep bob- 
bing up here and there. For instance, 
there are some fascinating pumps of 
gingham kid, an entirely new finish; 
oxfords trimmed with shrunken snake, 
another new achievement of the tan- 
ners; and ties of dotted suede, a new 
feat of the embossers. Then there are 
some strap pumps, of patent leather, 
which might be classed as commonplace 
were it not for the bright narrow band 
of red kid that is woven over and under 
its vamp line and thence over its strap. 
A timely, and substantial shoe is a 
strap pump, of welt construction, lea- 
ther heeled to a height of 14/8 that is 
being made for clerks who stand behind 
the counters during the Christmas rush 
as well as for shoppers. 

Shrunken snake, it is said, is made 
by reducing the grain of a snake as it 
is recorded on a photographic plate, 
and then transferred to leather. 


Wood Heel Industry 


To Have Organization 


HAVERHILL, Mass.—The local wood 
heel industry, which during recent years 
has suffered serious losses by removal 
and liquidation, is in process of re- 
building and high hopes are held by 
industrial leaders that this important 
allied industry will soon regain its 
former prestige. The members of the 
industry, which has been without a cen- 
tral organization, have formed a tenta- 
tive association and early in the year 
are planning to function as the Haver- 
hill Wood Heel Manufacturers’ As- 
sociation. 

The union side of the problem has 
been shouldered by District Manager 
Norman J. Ware of the Shoe Workers’ 
Protective Union, who is attempting 
to give the wood heel industry the same 
stability that the shoe industry now 
enjoys under the new form of union 
administration. 


Nelson Kendricks Buyer 


BIRMINGHAM, ALA. (UTPS)—Nelson 
M. Kendricks has been appointed as 
manager and buyer of the shoe depart- 
ment of the Liberty Department store, 
Eighteenth Street and Fourth Avenue. 
= store carries a general line of 
shoes. 


C. L. Dale Manager 


SAN FRANCISCO, CAL. (UTPS)—C. L. 
Dale is the new manager of the shoe 
department in Livingston’s, San Fran- 
cisco department store. 
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Scrap Run-Down Shoes, 
Says Newspaper 


Milwaukee, Wis. (UTPS)—The 
following item recently appeared 
in a Milwaukee newspaper and is 
of interest to those in the shoe 
business. Were it and similar no- 
tices published in every news- 
paper in the country, dealers 
would probably have to send 
more orders to their manufac- 
turers. 

“Don’t try to wear out your old 
run-down shoes doing housework. 
Have a pair of sensible oxfords 
with flat rubber heels. You will 
have much more energy left 
when evening comes and fewer 
complaints about tired feet. Run- 
down shoes are a_ strain on 
muscles and nerves. They cause 
mental and physical irritability. 

“It is less costly to buy a pair 
of good shoes than it is to spend 
money to regain lost health. 
Throw away those old, good-for- 
nothing relics! They are health 
destroyers, and the up-to-date 
woman does not wear them. Buy 
a new pair to wear around the 
house. You'll feel better.” 

Than which no truer words 
ever were spoken! 














George W. Baker, Jr., to Head 
Adapto Company 


NEw YorkK, N. Y. 
—George W. Baker, 
Jr., sales manager 
and son of the 
former head of the 
George W. Baker 
Shoe Co. of Brook- 
lyn, has been elect- 
ed_ vice - president 
and general man- 
ager of the Adapto 
Shoe Company of 
New York. This 
announcement, 
made Monday, car- 
ries with it the in- 
ference of merger, plans for exnansion 
and a new program for distribution. 

Mr. Baker is a man of executive 
ability and has a wide acquaintance in 
the trade. He will supervise the styl- 
ing and manufacture of Adapto shoes 
in the company’s two factories. The 
Adapto shoe has been on the market 
nearly eight years and heretofore has 
been sold only in its own stores. It is 
stated that one store alone last year 
did a business of two and a half mil- 
lions of dollars. 


George W. Baker, Jr. 


—_—_—— 


Shoe Man Gets Army 
Commission 


BERKELEY, CAL. (UTPS)—C. H. Jef- 
fress, one of the partners in the firm 
of Johnson-Jeffress, Berkeley, Cal., has 
received his commission as ist Lieu- 
tenant in the Quartermaster Corps of 
of the United States Army, his goal 
for many years—or rather, his first 


WHERE TO BUY 
Ballet Slippers 





In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Childs’ $1.15 pair 
BLOG SHOE CO., INC. 


147 Duane Street 
New York City 








BALLET SLIPPERS—IN STOCK 


of the unusual kind 
B102 Bik. Kid Hand Turn 
Soft Toe 


Child's 6 to 11—$1.35 

Misses 11% to 2— 1.40 

Women’s 2 % to8— 1.45 
Also Hard Toes 
SCHWARTZ & HERDER, Inc. 
lalists in Ballet and Comfort Slippers 








241 No. 1ith St., Philadelphia, Pa. 








it 
Baek 


Rights and Lefts 
Two Grades 


$106 $1.45 $1.40 
1.85 1.30 1.25 sUnnER 
SMITH 


In Stock 








325 West Monroe Chicago, Ill. 











stepping stone, as he has his eye on 
the highest ranks the service affords. 
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1915 Girard St., Chicago 








DANCING SANDALS 
(ALSO_USED IN GYM 
CLASSES) 


Ne. 188.—Made in pearl, tan 

w black suede. Also made 

in black kid. Only pearl 
carried in stock. 


Price 75¢. 


BROOKS SHOE MFG. ° 
Ritner and Swanson Sts., Philadelphia, Pa 











Dance Shoes Bring You 
New Customers 


Attract the younger ele- 
ment to your store with 
a line of high grade 
dance footwear. They not 
only buy the Hoffert 
Italian Toe Billet, Soft 
Toe Slipper and Flats 
for their school work, 
but are also good cus- 
tomers for your street 
shoes. Write today for 
our exclusive agent's 
proposition 


Chicago Theatri- 
cal Shoe Co. 


209 So. State St. 
Chicago, Ill. 














WHERE TO BUY 
Ballet Slippers 


| es 


Brooks’ Toe Slippers 





In Stock 
Women Misses Ohildren 
is Blaek Kid....$2.80 $2.75 $2.70 
Pink Satin... 3.16 8. -06 
Coast Prices Slightly Higher 
BROOKS SHOE MFG. CO. 


Philadelphia—Swanson & Rit- 
ner Sts. 


Les Angeles—-1162 So. Hill St. 


WHERE TO BUY 
Spats 


~—om . 














Manolis Spats 
Can’t Be Beat 


The oldest spat manufac- 
turers in middle west sell- 
ing direct to the retail 
stores. Prices $10.50 to 
$30.00 doz. pairs. 


Manolis Mfg. Co. 


4248 No. Crawford Ave., 
Chicago, Ill. 


STREET 











BO 


Styled in England— 
Equal in every way 
to the finest im- 
ported spats — but 
made over here and 
priced accordingly. 
Very complete line 
in wide range of 
prices and all cor- 
rect shades. Nation- 
ally advertised. 


Write for price list and samples. 


THE WILLIAMS MFG. CO. 
PORTSMOUTH OHIO 


Arms 


WHERE TO BUY 


Shoe Ornaments 


ac a i i ete eh idl 


SHOE 
ORNAMENTS 
fer 


REYNOLDS COMPANY} 
Providence, Rhede Island 

















Billy Rogers—Shoe Merchant 


[CONTINUED FROM PAGE 45] 


a mess,” Billy grumbled to himself. 

Then, as Billy looked through the 
opening door of the store, who should 
he see gazing in the window but Cap- 
tain Jacks! Without giving the matter 
a second’s thought, he dashed outside, 
grabbed the astonished old shoe mer- 
chant by the arm and dragged him into 
the store. 

“Hey—what the—say, me boy, what’s 
this, kidnapping?” 

“No, Captain, but gosh you look good 
to me. Just run over to Parker’s shed 
and get a—no—I’ve a better idea!” 

Captain Jacks looked aghast at the 
impetuous Billy. He couldn’t make out 
what it was all about! 

“Hey ‘Lilacs’ beat it to the shed, 
pronto, rush all the shoes over you can 
earry. You know what sizes to get— 
and Captain, for the love of Mike, help 
me with these customers. Those old 
one strap misses’ you know ’em. One 
pair $3.35—extra pair for 95 cents— 


that’s two pair for $4.30.” 
A CHALLENGE like that appealed 

to the veteran shoe man. Of 
course, he has retired, definitely and 
permanently—but—“All right, me boy. 
I’m with you. Let me just see the 
whites of their eyes.” 

And then some of the speediest sell- 
ing Fretton ever saw took place. Billy 
and the Captain sold steadily for two 
hours while Lilacs kept alternating 
between selling and dashing madly to 
Parker’s shed for more stock. 

When six o’clock came all three were 
tired out—tired but happy, particularly 
Captain Jacks who simply reveled in 
being in action in the store again. 

“Will you come again tomorrow, 
Captain? Can’t you spare me a—a 
week say, until we catch up again?” 

But, rather reluctantly, the Captain 
shook his head. “Can’t be done, me 
boy. I’ve some political work to do. 
Since I licked that damned scoundrel 
Morland for the city council, he’s been 
after me scalp. But I’ve enjoyed my- 
self immensely.” 

“Well, Captain, if you can’t, you 
can’t, and I’m most appreciative of your 
help this afternoon. Now let me pay 


you. 

But the Captain was hurt at the 
suggestion and nothing Billy could say 
would induce the fine old chap to change 
his attitude. So he went with mutual 
expressions of friendship. 

That evening Billy, “Lilacs” and the 
two high school boys who worked 
Saturdays and evenings—Mallory Hupp 
and Elmer Reames—worked late in 
straightening the store and bringing 
the balance of the sale shoes from 
Parker’s shed to the store. 

“We have stock for tomorrow any- 
how,” said Billy. Then turning to the 
two boys he asked, “Could you two 
fellows get the next two days off?” 

The answer was “No,” reluctant but 
unquestionable. 

June had ’phoned that, having a 
headache, she wouldn’t come to the 
store that evening, so Billy hurried 
home. He was tired and wanted a good 
rest. As he crossed Front Street, to 
go to the old home he met Seymore 
Jones, the advertising solicitor for the 
Courier. 
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“How’s the sale going, old timer?” 
he called. ; 

“Fine, thanks; your advertisement 
sure brought ’em in.” 

“Glad to hear it. Hope it keeps up. 
Er—old timer—in confidence, don’t tell 
anybody I tipped you off—but Luke 
Zinner refused an ‘ad’ from Morland 
today on the ground that it was un- 
ethical. Don’t know just what it was, 
but I’ve a hunch it was a dirty dig at 
your Cinderella sale. He—Morland, I 
mean, left the office vowing to put it 
over even if the Courier was trying to 
ruin him! Guess your little scrap is 
taking us in now. Oh, well, we can 
stand it if he can—the snide.” 

“Wonder what he’s up to now,” Billy 
thought uncomfortably as he walked 
home. However, nothing to do but wait 
and see—but it did seem a shame that 
he and Morland had to scrap like this, 
“It takes two to make a quarrel. some 
wise bird said,” Billy smiled bitterly 
to himself, “but here’s a scrap and | 
don’t want it—and am doing nothing 
about it—yet.” 

On entering the house he was sur- 
prised to hear his mother’s voice say 
“Yes, young man, I’m sure they’re nice, 
but you see, my son—.” 

At that moment Billy entered the 
living room and to his amazement he 
saw shoes on display on the table. 

“Ah, here’s my son now. William, 
this is—er.” 

“Sidney Patten. Mr.—er-humph—. 
I represent the Hemisphere Shoe Cor- 
poration. We are the largest makers 
of direct from factory to the feet shves 
in the world. We eliminate the middle 
man and pass all the saving to you. 





Have a look at this snappy shoe, Mr.— 
er-humph. Didja’ ever see better value? 
The finest oak sole leather money can 
buy, genuine calf uppers, best Good- 
year welt. Guaranteed to outlook and 
outwear any other shoe you can buy 
for twice the money.” 


‘¢DHEW!” Billy laid his hat on a 

chair. “Some welcome home! 
Hello, dad!” His father was sitting 
in his old arm chair, an amused smile 
on his face. 

“I was just telling your mother,” 
Sidney Patten began again, “that I'd 
save her money over anything she could 
possibly do. And we can too. Now you, 
I'll bet you know a jazzy-looking shoe, 
but the wear is in what it’s made of— 
and that’s where we got the stores beat. 
They can’t touch us of course. The 
high rents, all the help, the money they 
= for advertising—and you pay it 
all. 

“How much is that shoe,” Billy in- 
dicated the one he had just looked at. 

“That’s our special Imperial—an 
Oxford. Absolutely the finest material 
and workmanship money can buy. And 
only nine twenty-five.” 

“Nine—!” then Billy stopped. “Did 
you say this was real calf uppers?” 

“Sure, we guarantee this.” 

“What’s the difference between side 
uppers and calf uppers?” 

“Just a different part of the leather 
—I’m not an expert on leathers—but 
you’ll make no mistake on them.” 

“You’re wrong kid, that’s a side upp‘r 





—and it isn’t oak sole leather but univn 
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Jeather, much cheaper, and it’s not 
a leather but a fibre counter. It’s not 
worth more than five or six dollars.’ 

The salesman stared at Billy. 
“What do you know about shoes? 

“Not much, but I’ve done nothing but 
puy and sell shoes—and I’ve studied 
making; been through several fac- 

37 
Gen I didn’t know that. Of course, 
J’m only telling you what I’ve been 
told by the company I work for.” 

“How much do they pay you?” 

“Twenty-five per cent.” 

“My goodness, no wonder you have 
to ask fancy prices. Do they give you 
samples?” 


. HE salesman looked at Billy for a 
while in silence, then said, “No; 
put up ten bucks deposit, which I get 
back when I turn in the samples. I 
collect the twenty-five per cent when I 
take the order, and the balance is paid 
on delivery—the mail man collects 
that.” 

“Do you work where you like?” 

“No, I’ve got this section of Con- 
necticut. I’m the exclusive agent— 
which I’ll tell you ain’t nothing to 
swoon about.” 

“What’s your name and where do you 
live?” 

Sidney Patten—I come from ‘Chi’ 
originally, but I live where I happen 
to be.” 

“Married?” 

“Say, think I’m a sap?” 

“How’d you like to work for me— 
selling house to house right here in 
Fretton and the surrounding district? 
You'll have a chance to sell real shoes 
at a fair price.” 

“How much?” 

“Seven fifty—about, I carry popular 
price goods.” 

“T don’t mean the price—the commish 
—how much in it for me?” 

“Oh—fifteen per cent.” 

Sidney Patten began putting the 
shoes in. the fibre sample case he car- 
ried them in. “Guess I’ll be on my 
way. Fifteen don’t interest me when 
I can get twenty-five.” 

“But it’s not the commish—the com- 
mission but the cash you get. Fifteen 
per cent on seven fifty is better than 
twenty-five per cent on nothing. And 
you can’t sell that junk—and if you 
sell one pair you’ll never have a repeat.” 

“Well, I'll admit I ain’t wearin’ no 
pencils away writin’ up the orders—. 
Make it twenty—Mr. er-humph—?” 

Billy shook his head. “No, that’s the 
top—all it will stand if you are to sell 
at store prices.” 

“Well, give me a drawing account 
till I get started.” 

“How much?” 

“Aw, just enough to get by on—say 
—fifty a week?” 

“Don’t make me laugh—but I will 
stake you for—fifteen a week.” 

After some more haggling it was 
agreed that Sidney Patten was to re- 
turn the samples of the Hemisphere 
Shoe Corporation and begin work for 
Billy the following Monday. He was 
to have twenty dollars a week drawing 
account—but to work in the store when 
needed, for five dollars a day. 

Billy wrote down the names of some 
references and the young fellow left, 
promising to see Billy next day at the 
store. 

When he left, Billy winked at his 
mother and laughed. “That’s funny, 
he came to sell me, and I sold him. And 
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he’s just what I want—a young chap 
with the—er—the courage (he almost 
said ‘guts,’ but stopped in time out of 
respect for his father—he knew it 
would worry the old school teacher) to 
sell from house to house. ; 

“It may all be as you say, William, 
but I am compelled to state that that 
young man impressed me as being 
decidely flighty and—and I say this 
with the kindest feelings, William—and 
unreliable. I do urge you to investigate 
the references he gave you of his for- 
mer employers,” Rufus W. Rogers, 
Billy’s father spoke with grave de- 
liberation. 

“Don’t worry Dad, I’ll check him up 
first thing in the morning.” 

But other matters of more moment 
made Billy forget Sidney Patten until 
that young man himself walked into 
the store at six o’clock that night. 

First thing that morning, Lyman 
Acks turned up at the store quite ex- 
cited and thrust a torn hand-bill into 
Billy’s hand saying, “Read it, Mr. 
Rogers, read it, read it.” 

Opening the crumpled circular, Billy 
read—It was a cheap but striking ad- 
vertisement of Morland’s. One part 
stood out in bold type. 





A real one price store! 

This big bargain in women’s 
sport shoes—$2.15 a pair— 
whether you buy one pair or 
twenty. 

Or if you like to be fooled, we'll 
sell one pair for $3.15 and charge 
you $1.00 for a second pair. 

Come to Morland’ s—where 
you’ve been served faithfully for 
thirty years—No smart trick 
stuff here—just simple honest 
value for everybody. 











sé HE dirty crook,” growled Billy, 
“But that won’t get him any- 
where.” 

Before long Billy knew that the hand- 
bill had been distributed in the night 
all over Fretton. So this was the ad- 
vertisement the Courier refused to take. 
No wonder! He sent “Lilacs” to see if 
Morland was doing any business. The 
report was, “Yes, he seems quite busy” 
—and then Lilacs added the disquieting 
information that—“I’m sorry, Mr. 
Rogers, but Mr. Morland saw me look- 
ing in the store and recognized me, so, 
his brother-in-law, Featherfew ain’t it? 
—came out and said, ‘Come in, spy— 
so you can tell your boss, Rogers, that 
honest advertising pays!’ The customers 
laughed, kind of.” 

“Damn,” was all Billy said—but what 
a lot it meant. 

Billy did a fair trade—but he and 
“Lilacs” were able to take care of it 
easily during the day. At night it 
picked up and a good day was enjoyed 
altogether. Mallory Hupp and Elmer 
Reames were becoming fair salesman, 
so trade was well looked after. 

But Morland’s attack on Billy’s Cin- 
derella Sale seemed to have killed it. 

“It’s so dirty,” Billy explained to 
June. “I’m giving wonderful value in 
that shoe. That shoe he’s selling is 
junk. Of course I wouldn’t say so out 
of the store but it is. I’m not going to 
give him the chance to say I knocked 
his muck. Should I offer ’em $2.15 a 
pair—regular $3.35?” 

[TURN TO PAGE 110, PLEASE] 
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WHERE TO BUY 
Spats 





Nationally known 
—nationally ad- 
vertised. A com- 
plete line of fine 
spats——to retail 
frem $1.50 te 
65.00. 

Send for price 

list. 
S. Rauh & Co. 
650 Sixth Ave. 
New York 





SPARTON } 


OTPRUF fpATS: 


This new 
idea in spats 
this fall will 
make you 
profits. BEFORE 


Rub the spot or stain with a damp cloth 
and presto!—a fresh spat. 
Twice as easy to sell as ordinary spats. 


CHAS. F. CLARK, Inc. 
1403-1409 W. Congress St., CHICAGO 


AFTER 





Church’s 
Imported Cloth Spats 


Also white linen spats for formal 
and theatrical affairs. 


LYONS & COMPANY 
122 Duane Street New York, N. Y. 











ON APPROVAL 
WE CARRY STOCK FOR YOU! 


PRICES: 
$11.50 
$14.50 
$18.50 

COLORS: 

Pearl and Medium 
Grey, Light and 
Medium Fawn. 


Before buying Spats, let us ship on approval 
lor 2 for your inspection. We stock-up 
for you and size-ups, no matter how small, 
ere shipped at once. When ordering samples 
specify price wanted. 


GOLD SEAL 
$36 Broadway 





DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 


In All Selling Colors 
$10.50 to $36.00 per dozen 
Samples on Request 
STAR FOOTWEAR MF@. 


Howard and Nerrls Sts. 
Philadelphia 
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WHERE TO BUY 


Women’s Novelties 
BONDWAY 
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BOND SHOE compet os Duane St., New York 
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WHERE TO BUY 
Children’s Shoes 





Approved by Medicai Men 
As a fully ventilated 
shoe the Burkley Ven- 
tilated Foot Developer 
ls unexcelled. Well 


mend its use. 

Barkley Shoe 

1156 No. 
Brockton, Mass. 








IDEAL BABY SHOE CO. 
MRS. A. L. DAY 
387 Fourth Avenue 
New York 
323 W. Jackson Blvd. 
Chi 


cago 
1307 Washington Ave. 
St. Louis 


49 Fourth St. 
San Francisco, Cal. 
Factory, Danvers, Mass. 





Send for Catalog 








WHERE TO BUY 


Shoe Forms 


TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 
Light, Inexpensive and 
Practically Invisible 
Linings and case num- 
bers easily seen when 
’ transparent form is in 
shoes. ri 


THE SHOE FORM CO., Auburn, 











N. Y. 





4 6k 8 


WHERE TO BUY 
W ooden Sole Shoes 


Ar 





WOOD SOLE SHOES 
7 Full Oil 


Milwaukee, Wis. 
U. S. A. 


' Putting the Shoe Store on the 
Christmas Tree 
[CONTINUED FROM PAGE 42] 


the 2000 people or more who will enter 
your store. 

The only reason that department 
stores seem to garner so great a share 
of the Christmas specialties is that 
they have for years built up the at- 
mosphere that their entire store is a 
Christmas store and they are very 
alert in the buying market to antici- 
pate the new things which enter into 
women’s requirements. A large depart- 
ment store in Boston last week an- 
nounced a shoe cabinet of dainty con- 
struction, though inexpensive, some- 
what the shape of a filing cabinet but 
produced in various colors, priced un- 
der $10, with six drawers for shoes, a 
section for hosiery and buckles and a 
top section for hats. They are doing 
real business with them, and Christ- 
mas six weeks away. When a 
national chain of cigar stores can sell 
thousands of pairs of shoe trees 
throughout the year by the power of 
display and suggestion, there is plenty 
of opportunity for the shoe store to vis- 
ualize and suggest its merchandise into 
the holiday picture. 


Billy Rogers—Shoe Merchant 
[CONTINUED FROM PAGE 109] 


“No, honey. If you do, he’ll crow to 
everybody that he made you do it. 
Stick to your guns. Advertise again 
and add that these were your regular 
$3.35 shoes—and tell something about 
its quality, that you know Morland 
can’t offer—then say no other store in 
town can duplicate it.” 

“T like the idea of describing the 
shoe that Morland can’t offer the same 
for the price—but I can’t say no other 
store can duplicate it—that looks like 











a slap at Morland and I figure it’s best 
to ignore him, publicly.” 

“You’re right, Billy do it—who’s that 
chap?” 

It was Sidney Patten, so Billy told 
June about his deal with him. 

“T don’t like his looks, Billy.” 

“Don’t worry; he’ll only sell outside 
—and I’ve hired him to work not to 
look at.” 

“Well, honey, be careful won’t you?” 

The telephone bell rang and Parker’s 
voice asked for Billy. “Hello Billy, just 
wanted to remind you of the Chamber 
of Commerce luncheon tomorrow. The 
talk’s on ‘Meeting Chain Store Com- 
petition.’ Should be good—and_ es- 
pecially helpful to you as you sell in 
their price range. By the way, I hear 
there are two changes in your block. 
Lederman, the stationer is moving to 
Carr Street, while that little radio store 
next door to you is going way down 
Washington Street—where it belongs, 
in my estimation. I don’t know whose 
coming in yet for sure, but it would 
pay you to find out right away, I should 
think.” 

“Thanks for calling Mr. Parker, I’ll 
sure be at the meeting tomorrow and 
thanks for the tip on the two changes. 
I’ll see what I can find out.” 

As he hung up the receiver, Billy 
looked worried, as he told June the 
news. “You know, gorgeous, Parker’s 
a foxy old chap. He didn’t tell me 














about the store changes for fun.” 
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Enthroning the Little Miss to 
Hold Attention 
[CONTINUED FROM PAGE 37] 


down to one that is for a one-year-old, 
The clerk, on account of the raised 
platform, may ‘stand while fitting the 
child. This also enables: him to keep 
the child better in hand and when he 
wants it to step down on the shoe, the 
child does not scamper off across ‘he 
store. 

A surprising opportunity for a va-. 
riety of displays is given by the blocks 
of wood used as display stands. These 
display blocks fit in with the tables and 
paneled pictures. They are made in 
five different sizes, the smallest four 
inches square and the longest block 
about two feet long. 

The little tables upon which are 
placed the fairy tale books are in mod- 
ernistic style too, and have quaint little 
seats of white and red and blue leath- 
erette. Then there are some highly ol- 
ored little blocks on the tables too for 
the little ones to play with. 

The children’s hosiery department has 
been placed next to this playhouse and 
it has been found to be a splendid idea, 
Mothers often let their children play in 
the shoe department and step over to 
the hosiery department and buy stock- 
ings for them. Each department is an 
aid to the other. 

The store now concentrates on the 
sale of children’s shoes. Before the 
modernistic department was put in 
there was no real head of the children’s 
department alone. Everyone looked 
after it. But when the new idea was 
worked out two of the salesmen were 
especially designated to devote their 
time to children’s shoes and this was a 
great factor in increasing the sales. 


Survey Reveals Popularity of 
Woven Sandals 


New York—More than 10,000 miles 
were covered by the advertising agents 
of the Golo Slipper Co. last summer in 
calling upon dealers to gather facts 
upon which the present large magazine 
campaign is based. Virtually every 
State from Massachusetts to California 
was visited. 

Opinion was wide-spread that the 
popularity of woven sandals marks the 
beginning of an increasing sale of these 
woven sandals as a staple rather than 
a novelty in the well-dressed woman’s 
wardrobe. Advance orders already re- 
ceived bear out this optimistic fore- 
cast. 

The women of the country apparent- 
ly welcome these sandals, not as a sub- 
stitute for the regular type of shoe al- 
ready used by them, but as an “extra 
pair” for sports and outdoor wear ¢ iv- 
ing them cool comfort and colorful style 
that cannot be duplicated by the o di- 
nary shoe not made of interwoven 
leather. 


O’Brien New Manager 


BIRMINGHAM, ALA. (UTPS)—T 
O’Brien succeeds William Holston 
manager of the shoe department 
Odum Bowers & White, one of the fin 
shoe departments in  Birmingh 
Holston recently leased the shoe depa 





ment at Loeb’s Specialty Shop. 
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ordl- os mn Contracted for Expanded after 
yoven you most at Cincinnati's GOLFER easy insertion being placed 
in shoe. in shoe 
largest and finest hotel. 
MAIL 8 6 Ht 6 ll] [EE 
HOTEL GIBSON ~ ae 
Auburn, New York 
CINCINNATI Gentlemen: Please send me the Window Trimmer’s 
assortment of 12 pairs of Fairy Lasts, at your 
Cc. C. SCHIFFELER, General Mannager special price of $5. I prefer sizes 
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PARTHENON, 


at Athens, built by Calli- 
crates and Ictinus during 
the administration of 
Pericles. It is considered 
one of the most perfectly 
proportioned and beauti- 
ful structures of all time. 
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PERFECTION of proportion and exacting 


technical construction have made the United 
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Cushion Heel outstanding. When attached, 


the United Cushion Heel becomes an actual 


= © 
= 
~ 


\\ 


part of the shoe and retains the graceful and 


| 
\ 


\ 


stylish lines which the designer has created. 


The cored construction insures tight edges for 


. 
hy 


the life of the shoe and prevents the heel from 








squashing out of shape with age and wear. 
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CUSHION ia 
HEEL "D" 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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THIS MAY BE 
YOUR OPPORTUNITY 4 








SALESMEN WANTED 


SALESMEN WANTED 


FOR LEASE 








SALESMEN WANTED! 


To sell an unusual line of women’s hot novelt h 
one price, styled high and priced low, My ay BH yy tO 
ARKANS. MICHIGAN, WEST V 


AS, LOUISIANA, OHIO, 
IOWA, MINNESOTA and other desir: 
sition on straignc liberal commission 


Address—Stylo Shoe Company, 13th 


which can be retailed at $3.00 and up. 
IRGINIA, INDIANA, 
able territories open. This is big propo- 


basis. 
‘and Washington, St. Louis, Missouri. 


TO LEASE 


Shoe department in Quality Department 
Store, located in Kentucky. Store now 
doing $200,000.00 without Shoes. Ad- 
dress B-455, care Boot and Shoe 
Recorder, 189 W. Madison St., 
Chicago, Ill. 














Salesmen Wanted 


Producers, with acquaintance w trade 
in the following a, — 

Kentucky 

West Virginia 

Michigan 

Indiana 

Montana 

Idaho 

Wyoming 

Iowa 

Nebraska 

Kansas 

Illinois (Outside Chicago) 
Wonderful line of leather, Fabric and Felt 
Novelties in House slippers. beral - 
mission proposition. All details first letter. 
Samples ready Jan. 1, 1930. Address 68434, 

Sh ‘~ Ellwanger 


care joe +©=Reeorder, 
& Barry Bidg., Rochester, N. 











ALESMAN—To carry our line of stitch- 

down shoes and oxfords to the volume 
buyers in the State of Texas. Large estab- 
lished following, on a commission basis, with 
advances against orders. Reply with full par- 
ticulars as to experience Pe references, to 
Fein & Glass, Inc., Reading, Pa. 





WANTED—Salesmen to sell moderate price 
women’s arch support welt shoes in stock, 
commission basis; A-EEE. Address 
B » care Boot and Shoe Recorder, 239 
West 39th Street, New York, N. Y. 
WANTED by Middle Western Manufacturer 
of Men’s Dress Welts, a line of quality 
and style at popular prices. Territories Kansas 
and Colorado, also Nebraska, South Dakota and 
Wyoming. Some established trade, liberal 
contract. Give experience and references in 


first letter. Address B-450, care Boot and 
Shoe Recorder, 239 West 39th Street, New 


York, N. Y. 
SALESMAN: Large New York Manufacturer 
of Popular priced line Ladies’, Men’s, and 
Children’s Soft Sole Slippers have lucrative 
territories open for experienced salesman for 
1930. Commission basis. Full particulars in 
your first letter. Address B-452, Care Boot 
and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


widths 











TRAVELING SHOE SALESMAN, one with 

large following with ladies’ novelty shoes 
to handle strong selling line of Shoe Ornaments 
as side line. Commission basis, excellent op- 
portunity for right party. State references 
and. exact territory covered, in first letter. 
Territories open: Arkansas, Colorado, Con- 
necticut, Geor ia, Indiana, Iowa, Kentucky, 
Tennessee, _ Maine, Minnesota, Mississippi, 
Nebraska, New Jersey, North Carolina, Okla- 
homa, Virginia and Washington. Address B-453, 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


Sideline Salesmen 
Wanted by Well Known 
Dance Shoe Manufacturer 


Experienced shoe salesmen can 
earn a good extra income opening 
accounts for a manufacturer of 
high grade dance footwear. Every 
shoe dealer a prospect. Pacific 
Coast and other choice territories 
offer especially attractive opening 
to a live wire. Liberal commis- 
sions to right man. State age and 
experience in first letter. Address 
B-454, care Boot and Shoe Recorder, 
239 W. 39th Street, New York, 











ALESMAN to carry a well knewn popular 

line of stitchdown shoes and sandals through 
the Middle Western States. Must be a person 
with a good following and one who can produce 
on a salary and commission basis. Only those 
highly recommended need apply. State full 
qualifications in first letter. Address B-456, 
care Boot and Shoe Recorder, 239 West 39th 


Street, New York, N. Y. 
SALESMAN to carry a well known popular 

line of stitchdown shoes and sandals on the 
Pacific Coast. Must be a person with a good 
following and one who can produce on a salary 
and commission basis. Only those highly recom- 
mended need apply. State full qualifications 
in first letter. Address B-457, care Boot and 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


SALESMAN WANTED to carry our products 

as a sideline, good territories are open. We 
are interested only in those who have time and 
room for an extensive sideline. Manolis Mfg. 
Co., 4248 No. Crawford Ave., Chicago, IIl. 


ALESMEN—A manufacturer of medium and 

high grade Stitchdown Shoes offers a splen- 
did proposition to salesmen, with well developed 
territory, who wish a _ side line. Territory 
must be worked closely. Commission basis 
only. Give references and experience in first 
letter. Address B-459, care Boot and Shoe 
ale 239 West 39th Street, New York, 














POSITION WANTED 


SHOE MANAGER Andrew A. Brown who 
has been with O’Connor & Goldberg of 
Chicago for 12 years desires to make a suitable 

connection in Los Angeles or nearby. 

Address Andrew A. Brown 

c/o Johnson 
4168 Arlington Rd. 
Los Angeles 
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FOR LEASE 


An exceptional leasing oppor- 
tunity. A high grade men’s cloth- 
ing concern, which has _ 20 
branches, wishes to lease its shoe 
department to responsible parties. 
An exceptional chance to secure 
an established business. Address 
B-449, care Boot and Shoe Re- 
corder, 239 West 39th Street, New 
York, N. Y. 














S HOE DEPT. FOR LEASE In our new 
Women’s Specialty Store to be ready about 
July 1930, location 100% in city _of 50,000 in 
Southern New York. Main Floor Dept. to carry 
medium and good style shoes. Only concerns 
with best of references need apply. Address 
B-451 care Boot and Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





FOR SALE 





FOR SALE—Shoe store in prosperous New 
Jersey town; good reason for selling; six 
thousand cash; twenty miles from New 
City. Address B-438, care Boot and Shoe 
corder, 239 W. 39th Street, New York, > 


OR SALE—Family Shoe Store. Outstandi 
opportunity in Oklahoma. Establish« 
tion-over ten years. 100% location. Fair | 
Reasonable terms. Address B-458, car 
and Shoe Recorder, 239 West 39th 

New York, N. Y. 








LINE WANTED 


ANTED for Michigan, Women’s 

Corrective‘line, carried in stock fro: 
facturers only, triple A to triple E 
for five to seven dollars, for individ 
count merchants. Lines must carry 1 
count, including merchant’s discount an 
man’s commission. Address—advertiser, 
E. Jefferson Avenue, Detroit, Mich. 


WANTED for Michigan, Men’s Dre 
carried in stock from manufacturer 
retailing for five to seven dollars, for in 
discount merchants. Lines must carr 
discount including merchant’s discou: 
salesman’s commission. Address — a‘ 
14131 E. Jefferson Avenue, Detroit, M 
WANTED for Michigan, Misses’ an! Chil 
dren’s line, carried in stock fro: anu: 
facturers only, for individual discoun: mer 
chants. Lines must carry 12% disc It 
cluding merchant’s discount and _ salesmans 
commission. Address—advertiser 14 E 
Jefferson Avenue, Detroit, Michigan. 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 
Copy must be received at the Boot and Shoe Recorder, 239 West oe 


St., New Yo 


. N. Y., on Monday of the week of publication in o 


that advertisements be published same week. Otherwise insertion 
be put over to the following week’s issue. 


POSITIONS WANTED 

4c per word. Minimum Charge 75c. 
LINES WANTED 

4c per word. Minimum Charge 75c. 
ALL OTHERS 

7c per word. Minimum Charge $1.25 
ALL DISPLAY SPACE 

Five dollars per inch. Allow 45 

words to an inch 


When advertisers desire answers to 
come in our care twelve words must 
be allowed for address. When adver- 
tisers desire replies forwarded direct 
to their address each word of their 
address must be counted in the adver- 
tisement and paid for accordingly. 

Payment in advance is required, ex- 
cept when regular advertisers, as 
amounts are too small to open accounts. 


MERCHANTS’ NEEDS 




















‘FOR RENT 


FOR RENT 

















New York Office and Salesroom 
Available 


Due to the merger of the Shoe Retailer with the Boot and Shoe 
Recorder, there is available at the Marbridge Building, head- 
quarters of the New York shoe industry, a desirable suite of 
offices or display rooms especially suited for a concern selling 
the shoe trade. Complete information can be had by writing 
the Boot and Shoe Recorder, 239 W. 39th St., New York, N. Y. 











Shoe and Hosiery Cabinets 


Nov. 16—Made of wood, to be retailed 
by the retail shoe dealer. 

In plain and modernistic decorations— 
in 8 lacquer finishes. 

A good side line for the retail shoe 


dealer. 
Ask for Portfolio No. 11-xX 


THE Oscar ONKEN Co. 
611 W. 4th St., Cincinnati, Ohio 

















———_—_ 


WANTED TO PURCHASE MERCHANTS’ NEEDS 

















WANTED USED X-RAY. Reply to Lovett 


Bros. Staunton, Va. 





Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic Roll 
Paper, etc., in Season. 

Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Betablished 1903 New York 








TO BE SURE YOU RECEIVE 


HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 
Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 
Telephones Canal 6874 and Canal 0655 


HOTELS 


HOTEL. _—siT 
:' » MONTCLAIR 
HIGHEST CASH PRICES C SS 

— p OLLY.ULI mba | {2th to oth Sn 


for shee stocks, slow sellers, ete. Short 
leases taken over. $3 to *5 NEW YORK CITY 


Treseastions confidential. jalas tickets, ‘ “ per day 


Est. 
GLAUBERG 
TILTS ATANY ANGLE For 2 persone 
of $4 to %6 
per day 


























800 Rooms 


Each with Tub 
and Shower 


MAX 
64 Lispenard St., New York City 
Canal 8014 





$5.00 Per Gross - 

$2.75 Half Gross ° Sutens 

s Guaranteed to give 100% 8 to *12 
Quick Cash Buyers Satisfaction Speci’ ‘Monthly [| Radio in Every Room 

Retail Shoe Stores—Stocks , a and M. D. POLLINGER co. and Yearly Kates 


Ends. Unexpired 1 over. 
hone of ae. 416 Victoria Bldg. St. Louis, Mo. 


POSTER @ DEUTSCH 
436 Grand St. New York City 
Dry Dock 0352 











3 minutes’ walk from Grand Central. Times 
Square, Fifth Avenue Shops important 
commercial centers, * «ding shops and 
theatres nearby. 10 minues to Penn. Station. 











Grand Central Palace 
only 2 short blocks away 








If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- POMPOMS AND ORNAMENTS FOR 
tention given. SOFT SOLE SLIPPERS 
KIRSCH-BLACHER CO., INC. The right merchandise at the right price. 
624 Broadway New York Se ee ee 
HY-GRADE SLIPPER SUPPLY (0. 
Phone Spring 1443 693 Broadway New York City 
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BOUDOIRS FOR POST-McVEY 


CHRISTMAS COMPANY 
Catch Christmas dollars with 
Greeley Boudoirs! Advertise * 

Cutters of 


and show them as gifts. The FINE QUALITY TOPLIFTS 


standard boudoir quality 
in black and colors, with of every description 

leather or rubber heels. BEST OAK TOPLIFTS = 
Order from your jobber— for the 


if he cannot supply, write NEw Wom EN’S LEATHER AR 


36 Pair Cases to us direct. 
HEEL boar 


A. W. GREELEY = 347 CONGRESS ST., BOSTON, MASS C0) 
12 Duncan St. - - Haverhill, Mass. 3% Store 
us ok an 

LaVa 




















IK 











Ste 


MERCHANTS’ NEEDS MERCHANTS’ NEEDS MERCHANTS’ NEEDS a 
| ti 
, Ra 
Milbradt ont auel ed 
Rolling Step Ladders ' ADVERTISING NOVELTIES is ert 
Enable you to reach your for stere openings, anniversaries and special mer- — ~ 
highest shelves convenient- ehandising events for men, women and children. > | 
ly S4MPLBS UPON REQUEST Y a 7 


“They war * Seemed VICTOR E. LEDERER ne 7 WINDOW 
duspever sie toa aay | —————— ~— DISPLAY FIXTURES 


| 
a 
kind of shelving. 
Write for general catalog Anade by | 


and let us s' it the best . ° 1 
ladder for your use. Shoe Men oe in Retail SEG All € SONG | 


Milbradt 
Manufacturing Co. ZANESVILLE, OHIO (UTPS) — Shoe 933 ARCH ST. | 


Established 1896 aectihn tie tim thea Ohio divisi 
mercnants in e astern 10 division p 
od neherann of the Ohio Valley Retail Shoe Dealers’ PHILADELPHIA, PA. 


ST. LOUIS, MO. Association took a prominent part in a ARE BUSINESS GETTERS | 


district meeting of that egg - 

gether with the Ohio Retail Dry Goods | 
Association and the Ohio Retail Clo- SEND FOR CATALOG, 
thiers’ and Furnishers’ Association, A 


: held at the Hotel Rogge, Nov. 6. 
Floodlights The meeting was in the nature of a — 


or merchandise clinic with Frank Stock- SHOE CARTON LABEL 


: dale, head of the store management di- 
Spotlights vision of the Ohio Valley Association SPECIALISTS 
5 leading the discussion. Mr. Stockdale sary Alaa) PRINTERS, DESIGNERS AND ENGRAVERS |) 
3.9 showed by several surveys of Ohio shoe | IIL THE AMERICAN PRINTING s¢° LABEL CO. 
stores the methods to be used to reduce IE" _ 314-316 E.J2th St._ CINCINNATI. OHIO. 
| thde now 
































Cc ith 5 col Mad costs and speed sales. He showed that 
omplete with 5 color screens. Made when surveys indicated that certain de- 
entirely of ger Seng The perfect partments were losing money that 
color light for shoe window displays. stock reduction, better buying methods 


Sent C.0.D. If check accompanies and more energetic sales efforts often te MYERS cUSHIO, 


order we pay parcel post. made them profitable departments. 
eaneeaninnaone C. E. Dittmer, secretary of the as- 
pg lla pd LIGHTING CO. sociation, also spoke on the work being ORE LADDE RS 
BINE ST., PROVIDENCE, R. I. done by the newly inaugurated Store a MODERNIZE STORE METHODS 


Ate To provide adequate stor- 
Management division. Shoe dealers age facilities for shelf stock 
and other merchants from a dozen —to make it accessible and 
counties in eastern Ohio attended. convenient for clerks and 

stock men to handle with 
absolute safety — to insure 
quick service for wholesale 
or retail trade—install one 
or more MYERS NOISE- 


890 | 
| 4 LESS CUSHION TIRE 
LAB ELS Hl Shoe Man Heads Christmas STORE LADDERS. 
Deep tread steps, full length 


and * | hand ri 
| i» grips, rubber tires, 
| Campaign . overhead track system, firm 


|| SHOE CARTONS |} CPMER) cocsnects Socsoos 














ESTABLISHIO WW 


= FREMONT, OHIO (UTPS)—At the = eliminate vibration and 
CLUSIVE BUT NOT EXPENSIVE fi annual meeting of the Fremont Retail noiseand produce a ladder of 
an eee Seu MI Merchants’ Association held recently, § be FO 
1} iency. 
1 Carl Arnold, of the Arnold Shoe Co.., One style only—neat of de- 
RANK Tr was named secretary. He took up his ete a sneer aI 
onal ee ge ee a duties at once, and will have charge of —mngets mrent requirements. 
AMERICA'S CREATEST a co-operative Christmas shopping Circular on request. 
SHOE CARTON & LABEL MFCS campaign to be started late in Novem- mt REMVERS & BRO.COo. 
: —— ber. Walter T. Childs, of the Childs Jpuscc waren cvevenee ep SO. ce 
_aa=SEES = Clothing Co., was named president. 
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EBbus INESS 
BO AROMETER 


Business Changes 


ARIZONA—Phoenix—VeDarr Shoe Mfg. Co. ; 

ts and shoes; recently incorporated. 

ARK ANSAS—Stuttgart—Hammans & Selig; 
poots, shoes, etc.; reported closing out. 

CON NECTICUT — New Haven — Jayvee Shoe 
Store (807 Grand Ave.); ret. boots and shoes; 
recently commenced business. 

{LLINOIS—Chicago—Paul Carioti (8641 Vin- 
zennes Ave.) ; shoes and repairing; sold to John 
LaValie. 

Steve Kovac (655 W. 18th St.); shoes and re- 

iring ; sold to ol Klein, Inc. 

IND{ANA—Greensburg—C. L. Hyatt; shoes, 
ete.; reported repurchased business from Oscar 
C. Horne. 

Terre Haute—Twelve Points Bargain Store 
(Morris Eddis, Prop); boots, shoes, etc.; Mor- 
ris Eddis writes that report heretofore circu- 
lated that Hyman Schultz & Co. succeeded him 
is erroneous and that he (Morris Eddis) is the 
sole owner and manager of this business. 

10W A—Ida Grove—L. E. Fobes; shoes, etc. ; 
reported succeeded by Edw. Salem. 

MAINE—Bangor—John T. Clark Co.; shoes, 
ete.; reported closing out stock and will retire 
from business. 

Miller-Largay Co.; Edwin N. 
Miller retired. 

MASSACHUSETTS — Boston — Paramount 
Men’s Shop, Inc.; boots, shoes, ete.; recently 
incorporated. 

Breckton—- Hyman Slotnick (Melvin 
Store) (58 Center St.); boots and shoes; 
cently commenced business. 

Haverhill—Vogue Shoe Co., Inc.; shoe manu- 
facturers; voted to issue $6, 000 capital stock. 

Lowell (formerly Lynn)—Republic Shoe Co. ; 
shoe manufacturers; name changed to Jackson 
Shoe Mfg. Co. 

MICHIGAN — Detroit — A. Janowsky (Baetz 
Shoe Store) (7921 W. Vernor Highway); boots 
and shoes; succeeded by Baetz Shoe Store, Inc. 

Nebraska—Sutton—Ochsner & Mehlaf; shoes, 


shoes, etc. ; 


Shoe 
re- 


etc.; partnership dissolved; succeeded by E. A. 
and August Ochsner. 

NEW JERSEY—Newark—Joseph Klein (“‘Park 
Fashion Shop”) (56 Park Place); shoes, etc. ; 
discontinued here; will continue in business at 
Carbondale, Pa. 

NEW MEXICO — Albuquerque — Cain’s Shoe 
Stores (402 W. Central Ave.) ; boots and shoes ; 
recently incorporated. 

NEW YORK—Broeoklyn—J. & T. Cousins Co. 
(retail stores in New York City) ; reported capi- 
tal stock reduced. 

New York City—H. J. Shoe Corp.; boots and 
shoes; inc. authorized capital $10,000. 

John Migdalsky (John, The Shoe Man) (577 
Hudson §t.); boots, shoes and repairing; re- 
ported sold or closed out business. 

Namreh Shoe Corp.; boots and shoes; 
authorized capital $10,000. 

West Exeter—Leslie A. Pierce; boots, shoes, 
etc.; reported removed to Gilbertville, N. Y 

NORTH CAROLINA — Lenoir — Lenoir Shoe 
Store; boots and shoes; inc. authorized capital 
$6,000. 

OHIO—Wilmington—John D. Daly Co.; boots 
and shoes; reported business being closed out. 

PENNSYLVANIA — Clearfield — A. Mirkin 
(“Mirkin’s’”’) ; shoes, etc. ; reported retiring from 
business. 

Philadelphia—Feinsinger & Lyons; wholesale 
boots and shoes; recently commenced business. 

Benjamin Rooklin (2910 Richmond St.) (2946 
Richmond St.); shoes, etc.; filed certificate to 
trade as Port Richmond Army & Navy Store at 
2946 Richmond St. (branch store). 

Williamsport—Harry Gittleman (Capitol Shoe 
Store) ; boots and shoes; reported sold to Rand 
Shoe Co. 

WEST VIRGINIA — Charleston — John Lee; 
boots and shoes; inc. authorized capital $25,000. 

WISCONSIN—Milwaukee — Abraham _Boren- 
stein (1077 First Ave.); boots and shoes; re- 
ported sold or closed out business. 


inc. 








Failures, Embarrassments, Etc. 


ALABAMA—Tuscaloosa—L. Philipson; shoes, 
ete.; reported petition in bankruptcy. 

CONNECTICUT — New Haven—Eli Miller 
(Newhall St.) ; boots and shoes; reported peti- 
tion in bankruptcy. 

Stafford Springs—S. Katzowitz & Co., Inc.; 
shoes, ete.; reported assigned. 

ILLINOIS—Chicago—Bloomfield’s, Inc. (820 
8. Clinton St.) (and branches); auto supplies 
and shoes; reported petition in bankruptcy. 

Rose Rubinkowski (3008 E. 88th St.); shoes, 
ete.; reported petition in bankruptcy. 

St. Charles—Boston Store (Laura Zimmer- 
man) (Mrs. I., prop.); boots, shoes, etc.; re- 
ported petition in bankruptcy. 

INDIANA — Plymouth — Whipple Co.; boots, 
shoes, ete.; reported petition in bankruptcy. 

_ MAINE—Biddeford—Abraham E. Ross (Amer- 
ican Clothing Supply Co.); boots, shoes, etc. ; 
reported petition in bankruptcy. 

MASSACHUSETTS — Boston — Long’s Shoe 
Store (Arthur A. Berry, Prop.) ; (2333 Wash- 
ington St., Roxbury) ; boots and shoes ; reported 
chattel mortgage foreclosed. 

Gleucester—George Kline (Main St.); boots 
and shoes; reported petition in bankruptcy. 

Leominster—Samuel Cohen (6 Water St.); 
boots and shoes; reported assigned. 

Marblehead—Craigie Shoe Co.; shoe manufac- 
turers; reported petition in bankruptcy. 

Marlboro—Percy H. Cross; boots and shoes; 
reported assigned. 

MICHIGAN — Detroit — Morris 
(6420 Michigan Ave.); boots and 
Ported petition in bankruptcy. 

Ironwood—T. Thorsen (The Style Shop) (c/o 
Seaman Bros.) ; boots and shoes; reported peti- 
tion in bankruptcy. 


Rabinowitz 
shoes; re- 


Muskegon Heights—H. Rosenthal; shoes, etc. ; 
called meeting of creditors for Nov. 7. 

Pontiac—Morris Fine (Palace Store); boots 
and shoes; reported offering to compromise at 
15 per cent cash. 

James A. Taylor; shoes, etc.; reported petition 
in bankruptcy. 

MINNESOTA — International Falis — Jacob 
Greengard ; shoes, etc.; reported offering to com- 
promise at 35 per cent. 

NEW YORK — Brooklyn — Benj. Steinman 
(Vanity Shoes) (251 Utica Ave.) ; ladies’ shoes; 
reported meeting of creditors called for Oct. 20. 

Elmhurst (Long Island)—Mike Zanette (86 
Kingsland Ave.); shoemaker; reported petition 
in bankruptcy. 

Forest Hills—Benjamin Kaiser; boots 
shoes; reported called meeting of creditors. 

New York City—Philip Brand (1516 St. Nich- 
olas Ave.); boots and shoes; reported called 
meeting of creditors for Nov. 4. 

Whalley-Ford (Ltd.) (15 E. 45th St. and 79 
Wall St.) ; boots and shoes; reported assigned. 

NORTH CAROLINA—Kinston—Jake Plisco; 
shoes, etc.; reported petition in bankruptcy. 

Windsor—Norris Essey; boots and shoes; re- 
ported petition in bankruptcy. 

OHIO — Cleveland — Herman Breitbart (8820 
Buckeye Road); boots and shoes; reported peti- 
tion in bankruptcy. 

Glouster— Harry Richards (The 
Shop); shoes, etc.; reported petition 
ruptcy. 

OKLAHOMA—Bartlesville—Ricards Shoe Co.; 
boots and shoes; reported petition in bank- 


ruptcy. 

QUEBEC—Montreal—La Duchesse Shoe Co., 
Regd. (540 Beaudry St.); shoe manufacturers: 
reported petition in bankruptcy. 


and 


Toggery 
in bank- 





New Shoe Dealers 


Cameron, W. Va.—C. J. & D. C. Simms, 

Anderson, S. C.—J. H. Hayes. 

Milford, Del.—W. T. Grant Co. 

Kenmore, N. Y.—W. T. Grant Co., 2896-98 
Delaware Ave. (soon). 

Batavia, N. Y.—W. T. Grant Co., 113-15 Main 
St. (soon). 
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Utica, N. Y.—W. T. Grant Co., 108-16 
Bleecker St. (soon). 
Batavia, N. Y.—Montgomery Ward & Co. 
Cairo, Ga.—Abe Poller, Walker Bldg. 
Los Angeles, Cal.—J. & V. Miscione, 
Glendale Blvd. 
Scottsbluff, Neb.—Snyder’s Booterie. 


3214 
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Latest Reports of New Stores, 
Failures, Embarrassments and 


Bankruptcy Proceedings 


Lake View, Tex.—Rufus & Edgar James. 

Adamsville, Tenn. — Mitchell's Department 
Store. 

Luxora, Ark.—Harry Weisburd. 

Waynesboro, Va.—Overton & Smith. 

Brock, Neb.—Stokes Stores Co., Inc. 

Hammond, Ind.—Resnick’s, Inc. 

Grand Rapids, Mich.—Michigan Shoes, Inc. 
— Harbor, Mich.—Avery & Longacre, 
ne. 

New Era, Mich.—Westing & Swanson, Inc. 

Watertown, Wis.—-Watertown Shoe Co. 

Clayton, N. C.—H. R. Duncan & Son, Inc. 

Phoenix, Ariz.—Capin’s Department Store. 

Phoenix, Ariz.—The Ve Darr Shoe Mfg. Co. 

Burgin, Ky.—M. Ball. 

Campton, Ky.—Hauks 

Birmingham, Ala.—-Moore 
9th St. N. 

Graytown, Ohio 

Portsmouth, Ohio—B. E. 
Waller St. 

Wilson, Okla.- 

Kansas City, 
(third store). 

Atlanta, Ga.—Walk-Over Shoe Co., 203 Peach- 
tree St. 

Flint, Mich.—Sam Teitelbaum, 
Ave. 

St. Louis, Mo. 
Ave. 

Walton, Ky.- 

Three Rivers, 
Co. (soon). 

Lansing, 
(soon). 

Yankton, 5S. 
(soon). 

Redfield, S. D.—Montgomery Ward & Co. 

Manistee, Mich.—Montgomery Ward & Co. 
(soon). 

Battle Creek, Mich.—Montgomery Ward & 
Co., 106-8 Michigan Ave. 

Auburn, Ind.—J. J. Newberry Co., 107-9 N. 
Main St. 

Thermopolis, Wyo.—J. C. Penney Co. 

Flandreau, 8S. D.—J. C. Penney Co. 

Rochester, Minn.—National Bellas-Hess 
7-11 2nd St. S. E. 

Casa Grande, Ariz.—Abraham S. Cory, Vas- 


quez Block. 
Ky. — M. & Sons, 


Lawrenceburg, 

Crossfield Block. 
Waynesboro, Pa.—W. T. Grant Co., 

Bldg. 
Hackensack, N. J.—W. T. Grant Co. 
Martins Ferry, Ohio—W. T. Grant Co. 
Waukesha, Wis.—Metropolitan Chain Stores, 

Inc. 

Ashland, Wis.—Metropolitan 

Inc., 308 W. 2nd St. 
Gloversville, N. Y.—Sears, Roebuck & Co. 
Milwaukee, Wis.—J. C. Penney Co., 3419 

North Ave. 
Milford, Del.—J. 
Glenville, W. Va. 
Newark, N. J.—Enlow Shoe Co., 

Place. 

Union City, N. J.—Junior Vogue Shoe Stores, 

Inc., 876 Bergenline Ave. 

Vineland, N. J.—Peerless Shoe Corp. 
Ridgewood, N. J.—Jacobus Boot Shop, Inc. 
Amarillo, Tex.—G. E. & J. C. McDavid, 622 

Polk St. 

New York, N. Y.—Viceroy Shoe Salon, 2391 
7th Ave. 
Oklahoma City, Okla.—McEwen-Halliburton 

Dry Goods Co. (adds shoes). 

Webster City, lowa—Frank Schweiger. 

Atlanta, Ga.—Peacock Shoe Shop, 197 Peach- 
tree St. 

Beverly, Mass.—Atlantic Shoe Co. 

Kokomo, Ind.—The Silver Store. 

Lancaster, Pa.—Luckee Girl Shoe Store, 

N. Queen St. 

Birmingham, Ala.—Loeb Slipper Shop. 
Wheeling, W. Va.—The Elpern. 
Scranton, Pa.—G. R. Kinney Co., 
Lackawanna Ave. 
Perry, Fla.—Little Cash Bootery. 
New York, N. Y.—Forstyle Shoe Store, Inc. 
New York, N. Y.—Correct Footwear, Inc. 
Conway, 8S. C.—-Porter Stores Corp. 
Los Angeles, Cal.—Comfort Shoe Co., Ltd. 
Detroit, Mich.—Baetz Shoe Store. 
Gainesville, Ga.—Holland’s Store, 
ford St. 
North Chicago, Ill.—Block’s 

1805 Sheridan Road. 
Philadelphia, Pa.—Blyn Shoe Co., 

nut St. 


& Tyler. 

& Robertson, 1319 
Jess Flegl 
‘Noel, llth St. near 
Cash Store. 

1125 Walnut St. 


Thomas 
Mo.—Milen’s, 


1115 Chevrolet 
-Alte Benson Co., 4564 Gravois 


-Thornton & Werks. 
Mich.—Montgomery Ward & 


Mich.—Montgomery Ward & Co. 
D.—Montgomery Ward & Co. 


(soon). 


Co., 


Shapira 
Danzier 


(soon). 


Chain Stores, 


C. Penney Co. 
Glenville Midland Co. 
24 Branford 
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Inc., 303 


29 S. Brad- 
Bargain Store, 


1120 Chest- 
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Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of THe Boor anp 
SnHor Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 
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ext Week 


you will find 
in the 


Boot and Shoe 
Recorder 


ra * * fe in doubt pick pumps” may 
be a slogan by fashionists. It 
is also true women are picking pumps 
—but merchants are selling pumps- 
plus. We tell the story of how women 
select a pair of pumps and then get a 
thrill of plus-selection of buckles out of 
a collection submitted. If pumps are 
your new numbers, try this article as a 
selling help. 





HE economics of the present situa- 

tion translated into effect and con- 
sequences in next week’s issue. We 
hope to prove that wealth is created 
slowly but surely, and knows no speed 
greater than time and toil combined. 
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As Uniform as Human Skill Can Make Them 


eer) 
ae 


Right in step with every advancement of modern shoemaking 
— millions upon millions of VULCO-UNIT BOX TOES are 
supplied to leading shoe manufacturers each year — manufac- 
turers who know VULCO-UNIT BOX TOES to be of as uni- 
formly high quality as human skill can make them. 


BECKWITH MANUFACTURING COMPANY 
Largest Manufacturers of Box Toes in the world 


STATLER BLDG. + BOSTON 
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